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Net Premiums On 
Reinsurance Ceded 
Abroad At Record 


$241,800,090 Total in 1958 an 
Increase of Over $7,000,000; 
U. K. Receives $205,100, 000 


LOSSES RECOVERED DECLINE 


$168,100,000 in 1958 Down More 
Than $11, 000,000; Premiums 
Received Here $54, 500,000 








Net premiums paid on reinsurance 
ceded abroad in 1958 by United States 
insurance companies amounted to a rec- 
ord total of $241,800,000 compared with 
$234,200,000 in 1957 and only $147,200,000 
in 1951 according to the Bureau of For- 
eign Commerce of the U. S. Department 
of Commerce in Washington. Losses re- 
covered from abroad on ceded reinsur- 
ance totaled $168,100,000 in 1958, down 
from the record high of $179,500,000 in 
1957 and compared with $106,800,000 in 
1951. Of the net premiums going abroad 
last year $205,100,000 went to the United 
Kingdom, against $201,300,000 in 1958 and 
$20,800,000 went to Switzerland, an in- 
crease of $2,400,000. 

On losses recovered from abroad on 
ceded reinsurance $138,500,000 came from 
the United Kingdom in 1958, a drop from 
$153,000,000 in 1957 and $16,000,000 came 
from Switzerland, up from $14,600,000 in 
1957. 


Net Premiums From Abroad 


Net premiums received in the United 
States on reinsurance assumed from 
abroad reached a record high of $54,- 
500,000 in 1958, up from $48,000,000 in 
1957 and from only $18,100,000 in 1951. 
Of this total in 1958 $17,900,000 came 
from the United Kingdom, $13,100,000 
from other Western European countries, 
$9,000,000 from Canada and $10,800,000 
from Latin America. The increase in 
Latin American reinsurance premiums 
has been notable in the last two years. 


For losses paid abroad on reinsurance 
assumed in the United States the 1958 
figure was $40,000,000, up from $32,100,000 
in 1957 and from $12,200,000 in 1951. Of 
this total $23,600,000 went to Western 
Europe, $5,700,000 to Canada and $8,- 
100,000 to Latin America. 


In an analysis of the statistics Jerome 
Sachs, Director of the Insurance Staff 
of the Bureau of Foreign Commerce, 
States : 


“In 1950 this Department’s Office of 
(Continued on Page 24) 
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SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 
with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 


(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


Minimum policy $5,000 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 











$5.00 a Year; 25c. per Copy 














Personal Income Of 
Americans More Than 
Billion Every Day 


First Time in Nation’s History Per- 
sonal Income Payments Average 


Over Billion Daily 
TOTAL OVER $: $378 BILLION 


Northwestern National Life’s Fam- 
ily Economics Bureau Tells How 
Inflation Halves Result 


American income per capita in 1959 
is running 53% higher than ten years 
ago, but less than half the rise is real, 
reports the family economics bureau ot 
Northwestern National Life. This will be 
the first year in our nation’s history in 
which personal income paid to Americans 
averages a billion doliars or more a day, 
for every day in the year, says the bu- 
reau’s study. 

Personal income has poured into 
American pockets at the stupendous an- 
nual rate of $378 billion during the first 
ten months of 1959, calculated trom U. S. 
Department of Commerce monthly fig- 
ures. Income for the remaining two 
months should boost that rate to around 
$379 billion for the complete year. 

When adjusted to 1959 population it 
averages $2,140 per capita. That is 53% 
higher than 1949 per capita income ot 
$1,400. But at 1959’s higher living costs, 
$2,140 buys only as such consumer goods 
as $1,740 would buy at 1949 prices, the 
study shows. Therefore the increase in 
actual buying power or “real” income 
over that 1949 income of $1,400 is not 
33%, but 24% the report points out. 

Scamehile. calculated from various 
Government indicators of the national 
output, including the now-soaring indus- 
trial production index, America’s 1959 
output of all goods and services is run- 
ning a little over 23% greater than per 
capita production in 1949, 


Facts That Should be Understood 


There is a noteworthy similarity, the 
study points out, between the rise of over 
23% in per capita output and the rise of 
24% in per capita “real” income. The 
records of the past ten years reveal with 
unusual sharpness certain facts about the 
nation’s prosperity and well-being which 
it is vital for every citizen to understand: 

1. Our “real” income as a people ac- 
tually consists of the goods we produce 
for each other and the services we per- 
form for each other. 

2. As we “swap” our goods and serv- 
ices with each other by means of coupons 
or tokens called dollars. 

3. The real value of each dollar 
“coupon” depends basically on the 
amount of goods (and services) behind 
that dollar. 

4. Because we have increased the 
number of dollars in our per capita in- 
comes by 53% but at the same time we 
have increased our production of goods 
by less than half that much, there are 
actually less goods being produced per 
dollar of income today than there were 
in 1949—about 20% less per dollar, in 
fact. 

5. A dollar of personal income today ac 


(Continued on Page 13) 
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When T.R. decided on a Presidential Policy 
he called The Man from Equitable 


Many presidents have called The Man from 
Equitable for an insurance policy—Garfield, 
Harrison, McKinley, Wilson, F. D. Roosevelt. 
And famous people in other walks of life, too. 
This year, to celebrate its Hundredth Anni- 
versary, Equitable has announced important 
changes in its insurance program. Graded pre- 
miums, for example. Guaranteed insurability. 





Lower rates for women on larger size policies. 
Liberalized benefits. Broader protection. It’s 
good news—and people from coast to coast are 
hearing about it on DOUGLAS EDWARDS WITH THE 
NEws, over the CBS-TV network, and on our 
AMERICAN HERITAGE on the full NBC-TV net- 
work. They're learning that the best policy is 
to call The Man from Equitable. 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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Admiral Sidney W. Souers 





Chairman of General American Life of St. Louis Has Had Broad Activity in Government Affairs; 


Called in 1930 to Take Over the Tangled Situation in the Old Missouri State Life; 


How He Guided General American To Its Present Success 


Admiral Sidney W. Souers, chairman 
of General American Life of St. Louis, 
who was among those recently honored 
when President Eisenhower laid the 


cornerstone of a $6 million ‘Central In- 


telligence headquarters building, isn’t 
too well known in the life insurance 
business, although he has been connected 
with it since July, 1930 when he came 


to St. Louis to become financial vice 
president of Missouri State Life. 
Retiring by nature, Admiral Souers 


has kept in the background as he gave 
his strong support to other men who 
were in the public eye—Presidents and 
other high ranking officers of the United 
States, governors and supervisory of- 
ficals of several states, and to chief ex- 
ecutives of life insurance companies and 
banks. During his business career he 
was president, Mortgage and Securities 
Co, New Orleans, 1920-1925; president, 
Pigely Wiggly Stores, Memphis, 1925- 
2%; executive vice president (Canal Bank 
and Trust 'Co., New Orleans, 1925-30. In 
July, 1930 he was called to Memphis to 
reorganize Union Planters Bank of that 
city and did such a good job of con- 
verting that institution into one of 
strength that he was asked bv Felix 
Gunther of the First National Bank in 
St. Louis and other Missouri State Life 
directors to come to St. Louis to diag- 
nose the financial illness of the life in- 
surance company. 

Effects Mutualization 

Some months later he advised a major 
operation, including a complete new set- 
up, infusions of ‘financial blood and mu- 
tualization. Missouri statutes at that 
time had no provision for a stock com- 
pany to mutualize. The mutualization 
was effected in this way: 

The Mutual Life of Missouri was or- 
ganized with Admiral Souers as _ presi- 
dent. The new mutual then adopted the 
name of General American Life and in 
September, 1933, took over the admin- 
istration and management of the assets 
and insurance of Missouri State Life. 
In this transformation Admiral Souers 
proved a tower of strength to the late 
Walter W. Head, president of the new 
company, in the solution of the many 
problems it confronted as he sought to 
bring it into its proper place in the in- 
dustry. 

It was through this mutualization pro- 
gram, which was accomplished over much 
opposition, that Admiral Souers was able 
to bring into the General American Life 
administrative affairs a young attorney 
he sized up as capable of going almost 
anvwhere in life insurance. This was 
Powell B. McHaney, and he induced 
ert Emmett O'Malley, then Super- 
intendent of the Missouri Insurance De- 
partment, to name Mr. McHaney one 
of the three trustees under the mutuali- 
zation re The naming of Mr. Mc- 
Haney clinched the support of the Mis- 
souri Seeieiiieesent and other state 
supervisory officials for the mutualiza- 
tion program. 

Crisis at McHaney’s Death 

But Admiral Souers was looking far 

age mutualization, to the day when 

Head would reach a point in his 
tareer in banking and insurance when 
it would become necessary for him to 
turn the reins over to a younger man. He 
knew that in this attorney the company 
would eventually have a great new pres- 
ident. Later, the life insurance industry 
Was to concur in the Admiral’s appraisal 
of Mr. McHaney’s capabilities by nam- 
ng him to one of the most coveted posts 


By Davin F. Barretr 


in life insurance—the presidency of the 
American Life Convention. Unfortun- 
ately, his tragic death in an automobile 
accident six weeks later removed from 
the insurance scene a dynamic person- 
ality. 

The death of Mr. McHaney made it 
necessary for someone to assume the 
responsibilities of the presidency of Gen- 
eral American Life, and on December 
4, 1957, Admiral Souers became presi- 
dent and board chairman. He had been 
vice president of the company from 
September, 1933 to 1937, when he became 
executive vice president, a post he re- 
tained until 1941 when he resigned to 
report for active duty in the Navy. In 
1953 he returned to the company and 
had been serving as chairman of the 
board. He consented to succeed the late 
Mr. McHaney as president only until 
such time as the company could find 
capable permanent president, which it 
did in the person of Frederic M. Peirce, 
who was named president September 1, 
1958. 

Admiral Souers’ Nawal Service 

In the U. S. Navy in World War 
Admiral Souers served’in various ranks 
from lieutenant commander to rear ad- 
miral until November, 1946, during the 
last eighteen months being Deputy Chief 
of Naval Intelligence and subsequently 
director of Central Intelligence and a 
member of the National Intelligence Au- 
thority. 

Other Government Activity 

After release from active duty with 
the Navy, he served as consultant to 
the Atomic Energy Commission on se- 
curity and intelligence matters; as ex- 
ecutive secretary, National Security 
Council, 1947-50, and as special con- 
sultant (military-foreign) to the Presi- 
dent, 1950 to 1953, later being placed on 
the retired list of the Navy with the 
rank of rear admiral. 

When in 1949 it became known that 
Russia had learned the secret of the 
atomic bombs, there came much _ con- 
flict between our military leaders and 
leading scientists with respect to the 
national military policy to be carried 
through. It was in this situation that 
President Truman leaned heavily on 
Admiral Souers, among others, for coun- 
sel. Admiral Souers knew the entire 
political crosscurrents as well as_ the 
basic problems. When asked his opinion, 
he told President Truman, that he sup- 
ported the position of Atomic Energy 
Commissioner Lewis Strauss. It will be 
recalled that on January 31, 1950, Presi- 
dent Truman directed the AEC to go 
ahead with the H-bomb. Recently when 
Mr. Strauss ran into a Congressional bat- 
tle against his confirmation for a cabinet 
post he sought advice from Admiral 
Souers. On various occasions other top 
men in the present national administra- 
tion ‘have likewise discussed their prob- 
lems with the Admiral. 

In his post as executive secretary of 
the National Security Council Admiral 
Souers ‘had a prominent part in shaping 
the nation’s foreign and military policies. 
He was a daily caller at the White 
House. Congress had passed the National 
Securitv Act, leading to the birth of the 
National Security ‘Council in July, 1947. 
This step was the direct result of studies 
conducted under the sunervision of the 
Admiral and contained in the report he 
made to Secretarv of the Navy James 
Forrestal on October 22, 1945. 


Central Intelligence Agency 
This report dealt with the unification 


of the War and Navy Departments and 
postwar organizations for national se- 
curity. Exhaustive in its scope, the heart 
of it was a recommendation for the es- 
tablishment of a Central Intelligence 
Agency to coordinate and, as far as 
practicable, unify all foreign intelligence 
activities and synthesize all intelligence 
concerning military, political, economic 
and_ technological developments abroad 
for the benefit of those responsible for 
the determination and execution of gov- 
ernmental policy pertaining to national 
security. 

It also recommended that (1) courses 
of instruction in intelligence be estab- 
lished at appropriate levels of military 
education in order to indoctrinate officers 
with the importance of the function of 
intelligence to our national security; and 
(2) that only thoroughly trained intel- 
ligence personnel be selected for intelli- 
gence duties including those of military 
and naval attaches. 

The report pointed out that a com- 
plete merger of the intelligence services 
of the State, War and Navy Depart- 
ments was not feasible since each de- 
partment required operating intelligence 
peculiar to itself, adding that “intimate 
and detailed knowledge of the objectives 
and problems of each service is ob- 
viously indispensible to successful oper- 
ation.’ 

The final plans for the Central In- 
telligence Agency as put into operation 
closely follows the pattern set up in 
Admiral Souers report. 

In connection with his Naval and In- 
telligence duties Admiral Souers visited 


many parts of the world from 1942 to 
1944. In his naval service he received 
the Distinguished Service Medal, the 


Legion of Merit and the Commendation 
Medal. 


Tribute by Frederic M. Peirce 


Since I have known Admiral Souers 
intimately from the day he came to St. 
Louis to make a survey of the old Mis- 
souri State Life, I thought I might be 
“too close to the trees” to give an un- 
biased estimate, so I decided to ask 
President Peirce for his views regarding 
the Admiral. Mr. Peirce has never been 
known to say anything just to be saying 
something. He said: 

“Sidney Souers, during his more than 
26 years with the General American Life, 
has exercised a_ strong influence on 
shaping the company’s philosophies and 
management policies. Although, until re- 
cent years, lhe did not come much into 
public view from the standpoint of the 
institution of life insurance, his counsel, 
his own personal philosophy of integrity 
and moral strength, and his firm belief 
in the public trust which is inherent in 
our business, is, in my opinion, one of 
the major reasons why General Ameri- 
can Life has evolved into a strong mu- 
tual life insurance company. 

“Many of the men who are today in 
executive positions in the company have 
felt his influence and have risen to posi- 
tions of responsibility, strengthened by 
his guidance and counsel.” 


Background 


Sidney Souers was born in Dayton, 
Ohio, the son of a contractor who visited 
many sections of the country on various 
projects. He attended grade school in 
Dayton and high school in New Orleans; 
Purdue University from 1911-12 and was 
graduated from ‘Miami Universitv. Ox- 
ford, Ohio, in 1914 with an A.B. degree. 


Admiral Souers 





ADMIRAL 


SIDNEY W. 


SOUERS 


In 1953 he was given an honorary LL.D. 
degree. 

He organized the National Linen Serv- 
ice (Corp., Atlanta, in 1928 and now is 
its chairman; he is a director in Mc- 
Donnell Aircraft Corp.; St. Louis In- 
surance Corporation; Transit Casualty 
on St. Louis; and Coco-Cola Bottling 
‘o., Hannibal, Mo. 

Sa isa member of the insurance com- 
mittee. Chamber of Commerce of the 
United States program committee, 
American Life ‘Convention, and of the 
Life Underwriters Association of. St. 
Louis. 

He is a director, 
Greater St. Louis; George Washington 
clude Governmental Research Institute, 
Jefferson National Expansion Memorial 
Association; World Affairs Council of 
Greater St. Louis; George Washington 
University; Westminster College, Fulton, 
Mo. 

Other community 
ber, St. Louis Committee on 
Relations; Committee on higher educa- 
tional needs of metropolitan St. Louis; 
Governor’s committee on education be- 
yond the thigh school; member develop- 
ment council, St. Louis University; and 
last October he was chairman of Greater 
St. Louis Citizen’s Committee for United 
Nations Week. He is a Democrat and 
member of the National Capital Demo- 
cratic Club. 


United Fund of 


activities are mem- 
Foreign 


His military affiliations include: vice 
president, St. Louis ‘Council, Navy 
League; perpetual member, Military 


Order of the World Wars; life member, 
Reserve Officers Association; life mem- 
ber, Naval Academy Athletic Associa- 
tion, and charter member, Armed Forces 
Officers Club. 

Admiral Souers likes people; delights 
in aiding capable young men, but does 
not condone inexcusable inefficiency or 
careless handling of assigned tasks. Al- 
though accommodating and helpful, he 
will never say “Yes” if convinced the an- 
swer should be “No.” 

As of September 30, 1959, General 
American Life had $3,137,000,000 of life 
insurance in force, with a paid-for in- 
crease of individual life insurance of 15% 
for the first nine months as compared 
with the same period in 1958. Its ad- 
mitted assets totaled $269,600,000. 
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Amer. Life Convention 
Advances 4 on Staff 


CLARK BRYAN GENERAL COUNSEL 





Frank D. Logan Associate Actuary; 
Wendell Simpson and Richard Vernor 


Become Counsels 





Four staff members of American Life 
Convention were promoted at the recen 
meeting of the ALC Executive Commit 


tee held in New York last week. C. Clark 


Bryan, assistant general counse!, was 
named associate general counsel. Frank 
D. Logan, assistant actuary, was pro 
moted to associate actuary. Wendell Kk 
Simpson and Richard E. Vernor, attor 
neys, were given the title of counsel 
Announcement was made by Executive 


Ralph H 
Alfred 


Vice President Claris Adams. 
Kastner is general counsel and 
N. Guertin is actuary. 

Mr. Bryan joined the ALC staff in 
1945, was named attorney in 1946 and 
promoted to assistant general counsel in 
1951. He received his Bachelor of Arts 
degree at Grinnell College, Iowa, and his 
law degree from Harvard Law School, 
after which he employed ! 


was by the 
Guardian Life of New York in 


1934-35 
In 1936 he became associated with the 
law office of E. C. Sherwood in New York 
City and in 1941 joined Paul Revere Life. 
During World War ee Mr. Bryan was 
an ensign in the U. Maritime Service 
serving on the North pein and Medit- 
terranean runs. 

Mr. Bryan is presently a vice agi 
man of the Health Insurance Council, 
member of the A. & H. Committee of thi 
American Bar Association Insurance 
Section, a member of the Committee on 
Insurance Law of tl 1e Chicago Bar Asso- 
ciation, a member of the Association of 
Life Insurance Counsel and the ALC 
Legal Section. He is admitted to the 
Bars of New York, Massachusetts and 
Illinois and the Supreme Court of the 
United States. In addition to his Health 
Insurance Council responsibilities, he is 
editor of the ALC Legal Bulletin and 
participates in state legislative activities. 
As associate general counsel he will < 
sist Ralph Kastner, general sibel. in 
the administration of the Chicago legal 
staff 

Mr. Logan’s Career 


Mr. Logan joined the convention as 
assistant actuary in 1957. A native of 
Scotland, and an honors graduate of Uni- 
versity of Glasgow, he went to Canada 
after graduation, where he became asso- 
ciated with Sun Life of Canada. He 
served in the actuarial, Group, pensions, 
and other departments of the company, 
gaining broad experience in many phases 
of life insurance. 

For “pe years, Mr. L ogan served on the 

staff of the company president, then as 
iailatons comptroller, did expense analy- 
sis and control work. He is an Associate 
of the Society of Actuaries and has been 
active in committee work with the 
LOMA and the LIAMA, 

Mr. Simpson joined the ALC staff in 
June, 1940, and for two years was en- 
gaged in legal research. Following 46 
months of military service, he returned 
to the Convention in March, 1946, as 
sistant attorney and in 1952 was named 
attorney. During this period, his respon- 
sibilities included editi ing the convention’s 
Life Insurance Law Digest service, com- 
piling and editing the Valuation and 
Policy Form Manual service, as well as 
staff activities in sae ag with state 
legislation. As counsel, Mr. Simpson will 
assume responsibility for mz itters of tax- 
ation of life insurance companies at the 
state level. 

A graduate of DePauw University in 
Greencastle, Ind. and of the Northwest- 
ern University Law School, Mr. Simp- 
son served as a lieutenant in the Army 
during World War IT, being assigned to 
the Office of Strategic Services in Wash- 
ington, D, C. and to the State Depart- 


as- 


Mrs. E. F. Spencer Retires 


Estelle F. Spencer, executive secretary 
of the Buff: alo Life Underwriters Asso- 
ciation, will retire on December 31. Mrs. 
Spencer will maintain her home in the 
Buffalo area but seek seasonal employ- 
ment in Florida. 

The Buffalo Association had 235 mem- 
bers when Mrs. Spencer became execu- 
tive secretary January 1, 1935. Since then 
the group has grown to nearly 700. 

Mrs. Spencer’s duties also include act- 
ing as executive secretary of the Buffalo 
Life Managers Association and of the 
Buffalo CLU Chapter. 

Past presidents of the Buffalo Asso- 
ciation will honor Mrs. Spencer at a re- 
ception being held today, December 18. 


Succeeding Mrs. Spencer on January 
1 will be Mrs. Claudine K. Rogers. 
ment. He currently commands a military 


- rae detachment in the United 
Army Reserve holding the rank 
He is a member of the Chicago 


the ALC Legal 


tates 
of Major. 
Association and of 


the ALC staff 

1955 as an attorney in the Washington 
office. He had served as an adjudicator 
for the Veter an’s Administration and as 
assistant law revision counsel to the Judi- 


‘Vv ernor joined 


ciary Committee of the House of Repre- 
seniati ves. Afterwards he was on the 
staff of the Rubber Manufacturer’s As- 
sociation. 


Mr. Vernor is a graduate of University 
of Oklahoma and of the Law School of 
Washington University. He 
>: aes: Corps and as 
U. S. Naval Reserve 


George 
served in the U. 
: lieutenant in the 
luring Worl d War II. 

Mr. Vernor’s work during the past five 
ye ars has included a wide range of 
Washington interests for the life insur- 
ance business. His enlarged responsibili- 
ties will include’ relationships with 
Congress liason with administrative 
departments and agencies of government, 
statutory interpretation and legislative 
procedures. 
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Note: Four of the men who answered this ad now have 


own in this company. This is your 


YOUR OWN 
AGENCY IN 


TWO YEARS 
(Or Less) 


agencies of their 

opportunity for 

If you are ambitious to become a general 
agent of one of America’s largest and best life 
companies in less than two years’ time we want 
to talk to you immediately. 


Our immediate opening in New York City is for an 
Agency Supervisor at an attractive salary plus commissions 
on personal business. In addition to Ordinary, we sell a 
full portfolio of Group coverages, plus non-can. sickness 
and accident and major medical insurance. 


You will build your own unit of full-time men in our 
office and at our expense. Furthermore, we will train you 
for management responsibilities. 


Our fullest cooperation will be extended to you every 
For full details address Box 2751, The 
Eastern Underwriter, 93 Nassau Street, New York 38, N.Y. 


step of the way. 


(Replies will be kept strictly confidential. 
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BMA Production Record 


Sales of life insurance and accident 
and health insurance during the Golden 
Anniversary “Grant Month” sales cam- 
paign were the greatest of any Novem- 
ber in the 50-year history of Business 
Men’s Assurance, it was announced by J. 
C. Higdon, president of the Kansas City 
company. 

Paid life insurance for the 30-day 
period totaled $38,066,327, exceeding last 
November by nearly twelve million dol- 
lars or 46%. The number of applications 
submitted was a new all-time high for 
any November. 

Leader of the 35 BMA branch offices 
was the Portland, Oregon organization 
under the direction of H. G. Horn, north- 
west regional manager. The Portland 
production exceeded the previous month- 
ly record for any branch office in any 
one month by more than 9%. 

The Nashville office, managed by N. 
B. Moates, ranked second in production 
for the month, followed by the Milwau- 
kee branch office, under the direction of 
G. A. Diehl. 

Winner of this year’s “Grant Month” 
trophy was Cliff E. Crandall of the 
Portland branch office who led all BMA 
salesmen in new sales during November. 

Leading in total volume of business for 
the month was M. E. Ladish of Chicago. 
L. A. Dold of the Bluffton, Indiana 
branch office was the leader in total life 
insurance sales with a paid volume of 
$788,465. This puts Mr. Dold’s total life 
sales for the first 11 months of the year 
over the two million dollar mark. 

Thirty-six BMA salesmen have com- 
pleted one million dollars of production 
for the first 11 months of the year com- 
pared with 25 at the end of November 
last year. 

BMA has designated each November 
since 1920 as “Grant Month” in honor 
of W. T. Grant, founder of the com- 
pany. 
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Try Us For 
REAL LIBERAL and 
Flexible Underwriting 
PAR and NON-PAR to 
1000% MORTALITY 
CALL 
Il. ARTHUR YANOFF 
General Agent 


202 W. 40th St., New York 18, N. Y. 
LAckawanna 4-4469 


Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 
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Employers Life Manager 


Hoffman Studios 
MELVIN J. THAR 


Melvin J. Thar has been appointe/ 
manager for The Employers’ Life ¢ 
America in Chicago. Mr. Thar has beer 
brokerage manager in Chicago for Con: 
necticut General Life. 

Mr. Thar was graduated from the Uni 
versity of Michigan in 1949, and is active 
in alumni affairs in the Chicago area. Ht 
is a member of the National Associatio 


of Life Underwriters and the Chicag 
Life Supervisor’s Club. 

Mr. Thar will have his offices with the 
Employers’ Group of Insurance Compi- 
nies at 30 East Adams Street, Chicago. 





First Colony Life Names 
Three New Agency Manager 


‘Meade McMillen, president of Firs 
Colony Life, announced the appointmen' 
of three new managers for the company 
Julius Auerbach has been named agent 
manager in Silver Spring, Md. John C 
Leonard joined the company in Novem: 
ber to become manager of the new aget: 
cy at Bethesda, Md., and William P 
O’Connell has been promoted to agency 
manager in Arlington, Va. 

Mr. Auerbach has been in the life ir 
surance business since 1950 when he be: 
came an agent for Sun Life of America 
in Washington, D. C. In 1953 he went it 
business for himself, operating his ow! 
insurance agency in Washington. Latet 
he returned to Sun Life and held the 
position of field manager in Silver Spring 
for five years before joining First Co: 
ony Life. 

Mr. Leonard was formerly employed by 
a real estate, property management, ant 
insurance firm in Chevy Chase, Md, # 
life insurance manager. Prior to his a 
sociation with this firm he was an aget! 
we Penn Mutual Life in Washingtot 


Be OS 

Mr. O’Connell’s promotion to manage 
came shortly after his joining Firs 
Colony Life as supervisor in the Arling: 
ton agency. He had been an agent witl 
Jefferson Standard since 1947, 
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Postal General Agent 





LEO J. WASSET 


Leo J. Wasset has been appointed 
general agent for Postal Life of New 
York at Blauvelt, N. Y., covering Rock- 


‘land County and vicinity, it was an- 


nounced by Donald L. Smith, Postal’s 
director of agencies. 

Mr. Wasset’s insurance background 
dates back many years before World 
War Il to his first job with the Phonix 


of Vienna, in Austria. Starting as office 


manager, he soon moved into agency 
management work. After several years 
of agency work with the Phonix, the won 
promotion to the top agency position, 
inspector of agencies. 

As inspector of agencies for the 
Phonix, Mr. Wasset traveled through- 
out the Balkan countries arranging for 
the appointment of agents and agencies. 
He left the insurance field to enter man- 
agement work for a large commercial 
frm in Austria. He then moved to 
Rumania where he remained in commer- 
cial business until World War II en- 
gulfed him and he was placed in a con- 
centration camp. After ‘his liberation, 
shortly before the end of the war, he 
remained in Germany and once again 
went into commerce. 

In 1952, Mr. Wasset came to the 
United States. His first job in this 
country was with a fabric house in New 
York. Soon afterward he joined the 
Macabees as an agent where he was that 
company‘s leading personal producer for 
many years. 

Very active in insurance and other 
cities, Mr. Wasset is presently a mem- 
ber of 21 different organizations. Or- 
ganizations to which ‘he belongs include 
the Life Underwriters’ Association, the 
Masons, Odd-Fellows, Elks, Volunteer 
Fire Company and the Civic Association. 
He is also presently organizing a Rotary 
Club in Blauvelt and a B'nai B'rith 
Lodge in Rockland County. 





American Life Holds Sales 


Convention at Miami Beach 


Top producers of American Life In- 
surance Association of Bridgeport, Conn., 
enjoyed a successful five day sales con- 
ference at the Deauville Hotel in Miami 

each, 

Among the many things covered were 
new plans, new sales promotion pieces 
and methods, and the audio-visual sales 
Presentation which is directed particular- 
y at one of American Life’s outstanding 
Policies, The Savings and Investment 

an, 

Production reached an all time high 
during 1959, and with an increase of some 

® in the field force, is expected to 
more than double in 1960. 
_ Although the locale for the 1960 meet- 
ing has not yet been announced, the 
qualification period started with the 
close of this year’s meeting. 


Dr. Irving Elected 
Chairman of M. I. B. 


J. HENRY SMITH, VICE CHAIRMAN 





New Members of Executive Committee 
are John L. Stearns, Dr. E. E. Getman 
and James F. MacLean 





Dr. J. Grant Irving, medical director 
of Aetna Life, has been elected chair- 
man of the executive committee of the 
Medical Information Bureau for the year 
1960 to succeed Andrew C. Webster, vice 


president for selection of Mutual Of 
New York. - 
J. Henry Smith, underwriting vice 


president of Equitable Society, has been 
elected vice chairman of the executive 
committee. 

New members elected to the executive 
committee are: John L. Stearns, vice 
president, New England Mutual Life; 
Dr. Edson E. Getman, 2nd vice president 
and chief medical director, New York 
Life; James F, MacLean, 2nd vice pres- 
ident and associate actuary, Bankers Life 
of Nebraska. 

Continuing members of the executive 
committee, in addition to Dr. Irving and 
Mr. Smith are as follows: Frederick W. 
Read, Jr., counsel, Home Life; Dr. G. R. 











Office Space Available Immediately 


Attractive space for 2 or 3 General Insurance Men, who also 
produce Life Insurance, or Independent Life Insurance Men. This 
is located above the 20th floor in a downtown New York building, 
with air conditioning and fluorescent lighting. Rent payable will 
depend upon amount of Life Insurance produced. Professional 
men desire space but insurance men are preferred. Prompt action 
is necessary. Write to Box 2753, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. and details will be given. 











HEAR ROBERT E. DINEEN 
Robert E. Dineen, vice president of 
Northwestern Mutual Life, addressed a 
recent luncheon meeting of the Accident 
and Health Underwriters of Milwaukee. 





Collyer, medical director, London Life; 
John M. Huebner, senior vice president, 
Penn Mutual Life; Dr. W. H. Scoins, 
medical director, Lincoln National Life. 

Announcement of the elections was 
made by Mr. Webster and Joseph C. 
Wilberding, executive secretary of the 
committee. 


MONY’s Boston Office 
Group Office of Month 


Mutual Of New York’s Group-and- 
pension insurance office in Boston has 
earned the company’s “Group Office of 
the Month” award for November. The 
award is based on a per-capita produc- 
tion point system. Boston won the honor 
with the second highest monthly point 
total in the company’s history. 

The Boston office is headed by Group- 
and-pension specialist Irving Morris. 








“Stop” - “Look” - “Listen To’ 
PAN-AMERICAN’S NEW POLICY 





“Level” Death Benefit for Loan Plans and Split-Dollar 


For People of Above Average Income — We Announce Our 


“SECURED EQUITY CONTRACT" 


With Death Benefit Equal To Face Amount Plus Cash Value 
$50,000 Minimum, Whole Life Plan; Maximum $500,000 


Annual Premiums: First Year: $930 





Proposal for Age 40 (Male) 
Sum Insured: $100,000 





Thereafter: $3,174 








Loan Net Net 
Net Cash Increase Total Interest Premium Death 
Year Premium* Value In Loan Loan at 5% Less Loan Benefit 
1 $ 930 ee _—_ ao woe $930 $100,000 
2 3,174* $2,400 $2,280 $2,400 — 894 100,000 
3 2,921 4,700 2,185 4,700 $120 736 100,000 
*Second Year Dividend only is credited upon payment of the third year 
premium. Shown in above illustration in the third year rather than the 
second year. Dividends are not guaranteed. 
“Secured Equity” pays 115% commissions for the first ten years, then 
2% for the life of the policy. No Volume or Premium requirements for 
brokers contracts; all are fully vested with lifetime renewals, for both Life 
and A. & S. 
CALL US COLLECT AT 
Mitchell 2-0895 
(Ledger Sheets Available for Specific Ages) 
The George F. Degen Agency 
“THE EXECUTIVE AGENCY" 
of the 
PAN-AMERICAN LIFE INSURANCE COMPANY 
A MUTUAL COMPANY 
10 Commerce Court, Suite 805 
Newark 2, New Jersey 
BITS 
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We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow illustrations; quota- 
tions of our highly competitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 

JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” Canapa LIFE 
—_——hesurance Company 





Connecticut Mutual Names 


H. B. Mathewson in Hawaii 





MATHEWSON 


HARRY B. 


In the Deceniber 11 issue of The East- 
was erroneously 


Mathewson 


ern Underwriter it 
stated that Harry B. 
been appointed general agent in Hawaii 
for John Hancock. Mr. Mathewson was 
Connecticut 
appointment by 


nas 


named general agent for 
Mutual Life, the first 
Connecticut Mutual in Hawaii. 

Mr. Mathewson resigned his position 
as division manager for The Prudential 
in Honolulu to take over his new post 
In the life insurance business in the 
Islands for 13 years, he is currently 
serving his third term as president of 
the Hawaii Association of Life Under- 
writers. Mr. Mathewson is originally 
from Los Angeles. 

Connecticut Mutual Life already has 
more than $5 million invested in the 
Islands and company policyholders who 
have moved to Hawaii have in excess 
of $1 million of insurance. 


MUTUAL OF N. 'Y. PROMOTIONS 





Edward E. Blakeslee, Joseph F. Condon, 
Zachary H. Wolff, Advanced 
To Assistant Counsels 

Mutual Of New York has promoted 
three members of the law department 
staff to assistant counsels. They are 
Edward E, Blakeslee, Joseph F. Condon 
and Zachary H. Wolff. All three were 
formerly attorneys. 

Mr. Blakeslee has been with MONY 
since his graduation from New York 
University Law School in 1947, and has 
been an attorney in the taxation and 
legislation unit since 1948. He will re- 
main with the unit in his new position. 

Mr. Condon joined MONY in 1941 as 
a member of the insurance operations 
and litigation unit. He served as an 
officer in the Army Air Force during 
the Second World War. He is a gradu- 
ate of Fordham University Law School. 

Mr. Wolff, who also received this law 
degree at New York University, joined 
wag hd in 1943. He was formerly with 

he Zurich General Accident and Liabil- 
ity Co. and Was engaged in private prac- 
tice. He is a member of MONY’s real 
estate-mortgage unit. 





Bankers National Reports 
November Gain of 54.9% 


Bankers National Life reports that new 
Ordinary life insurance paid for in No- 
vember was 54.9% above the amount for 
the same month in 1958. New paid-for 
Ordinary business for eleven months of 
1959 totalled $50,393,140, a 32.2% increase 
over the same period last year. 

Total new business including Group 
equalled $98,564,384 compared to $64,- 
505,531 for the eleven month period of 
1958. 

Total insurance in force at the end of 
November amounted to $572,361,188, an 
increase of $41,582,730 since the first of 
the year. 


Aetna Life Advances 
Fischer, Graham, Lyter 


One promotion and the appointment 
of two new officers at Aetna Life were 
announced last week. Niels H. Fischer 
was promoted from assistant actuary to 
associate actuary, and William S. Gra- 
ham and Frederick O. Lyter Jr. were 
appointed field supervisors. 

Mr. Fischer joined the company in 1949 
following graduation from Middlebury 
College. A Fellow of Society of Actu- 
aries, he was appointed assistant actuary 
in 1957. In his new post, Mr. Fischer will 
be transferred from the Group division 
to the life department where he will be 
responsible for the actuarial phase of 
the company’s individual accident and 
health business. 

Mr. Graham, who is a graduate of 
U. S. Naval Academy, came with Aetna 
Life in 1947 at the Baltimore general 
agency and later became agency super- 
visor there. In 1956, he was brought to 
the home office as agency assistant in the 
life agency department. 

A graduate of University of Pennsyl- 
vania, Mr. Lyter came with Aetna Life’s 
general agency at Richmond in 1948 and 
subsequently was named agency super- 
visor. He was transferred to the home 
office in 1958 as agency assistant in the 
life agency department. 





Named by Conn. General 


Connecticut General Life announced 
four mz anageris il appointments in its field 
Group insurance and Group pension or- 
ganization. S. Jack Garvin has been ap- 
pointed Group manager at the Syracuse 
branch office. John R. Hammond _ has 
been appointed district Group pension 
manager in Kansas City, Mo. Robert E. 
Pape has been appointed assistant dis- 
trict Group manager in Cleveland. 
Charles A. Larson thas been named as- 
sistant Group manager at the Pittsburgh 
branch office. 











Detroit 26, Michigan. 








TOP EXECUTIVE POSITION WANTED 
GUARANTEED RAPID COMPANY BUILDING JOB 


Young man with proven record of building an Agency 
from scratch. Have started from zero to build one of 
the largest Agencies in a large Eastern Company. 
$12,000,000 plus — average paid production starting 
with no manpower. Have paid for $50,000,000 plus of 
new life insurance in four years of existence. $1,000,000 
plus in annual premiums. Independent A and H Agency 
force developed in one year. Over $30,000 in premiums. 
Have recruited and trained seven General Agents and 
Managers during this period. Am a graduate of the Life 
Insurance Marketing Institute, Purdue University. Salary 
plus stock option desired. My present connection has 
received my resignation. Write your opportunity 

detail to John W. Buda, 1527 National Bank Building, 























LIFE—A & H 
CHOICE POSITIONS OPEN 


W. Coast—Life/A&H Reg. Mgr. 
East—Methods Accounting 
N. East—A & H Agcy. Director 
East—Pension Specialist 
East—Life Underwriter 8,500 
East—Actuarial Ass't. 8,000 
M. West— A & H Claims Adjuster 4,000 
Additional openings in Life—A & H 
—Casualty—Fire in all sections of the 
country. Write for "HOW WE OPER. 
ATE'"—Ail inquiries handled confiden. 
tially—no obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 
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Colonial Life Names Hyde 
Resident Superintealaal 





$35 years a 
administré 






















I. HYDE 





JAMES 


Appointment of James I. Hyde as re 
dent superintendent of agencies in Pitts 
burgh for Colonial Life of America, ¥ 
announced by W. Thomas Fiquet, 
president, Ordinary agencies. Mr. Hyé 
will maintain offices with Chubb & 
at 1532 Oliver Building. His chief! 
sponsibilities will include servicing agetl 
and brokers affiliated with the Chubb 
Son group. 

Mr. Hyde, formerly 
tendent of agencies at the home offic 
joined Colonial as an agency assistant 
the Ordinary agencies department i 
July, 1952. In February 1955, he W 
promoted as manager of Colonial’s 
Orange Ordinary branch office where 
consistently led the general agency @ 
partment for five years. Some 
awards his agency received were: 
leader in volume, lives and premiums 
1958 leader in lives and premiums; !* 
His agency @ 


assistant superit 


and 1956 leader in lives. 


won several company sponsored 5@f branches 
production awards including being a Force bot} 
sistent leader to take top honors @@Harris joir 
month in new sales. Canada Li 
A graduate of the Peddie School, ftions of in 
served as a hospital corpsman | with 18 1950 was 
Second Marine Division in the 50 fcompany, 
Pacific during World War IT. He “Sment he w 
ceived citations for participatio mn int BPoany’s age 
Tinian, Saipan and Okinawa c: umpaigs United St: 
After the war, he entered Cornell to the Ne 
versity where he majored in economit John ¢, 
Before going with Colonial, he was & With hono1 
agent with Connecticut General in \“Birom the | 


York. 
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PEN § Canada Life Assurance announces the 
18,000 Mollowing executive promotions: D. M. 
10,000 peulis, FSA, has been appointed vice pres- 
‘ jent and senior actuary, J. S. Harris has 

000 recome general superintendent of agen- 


9,000 B05 and J. C. Maynard, FSA is now as- 
8,500 Beociate actuary. — 
8,00 § Donald M. Ellis, an honor graduate in 


mathematics and physics of Queen’s 
Wniversity, Kingston, became _ asso- 
actuarial 


6,000 
division of 


~&H Biiated with the : 

of the MCanada Life in 1928. A Fellow of the 
PER. BSociety of Actuaries since 1935, he was 
fiden. Pappointed assistant actuary in 1941. For 


eight years ihe was an associate actuary 
nd in December, 1958 was appointed 


L senior actuary of the company. ; 
John S. Harris has been associated 

VELY ‘ 

Hl. 

—— 








J. S. HARRIS 







vith the life insurance business for over 
§ years and has had wide experience in 
administration, sales, management and 
supervisional work. During the war 
e gained experience in many executive 





mits Milne Studios, Ltd. 
s; i J. C. MAYNARD 

cy a 
1 sdf branches of the Royal Canadian Air 


“a cot 
“Ss eat 


Force both in Canada and overseas. Mr. 
Harris joined the agency division of the 
pCanada Life in 1947. He served in posi- 
ool, tions of increasing responsibility and in 


ie 1950 was appointed an officer of the 

wPOMpany. Prior to his present appoint- 
He yguent he was superintendent of the com- 
ia Pany’s agency operations in the eastern 
gt United States with particular reference 
| £0 the New York area. 


ae John C. Maynard, after graduating 
“ Ne with honors in mathematics and physics 
n“F'om the University of Toronto, served 





| Senior Appointments at Canada Life 


for five years as an officer in the Royal 
Canadian Navy. In 1945 he became as- 
sociated with the actuarial division of 
Canada Life and in 1949 qualified as a 





D. M. ELLIS 


Fellow of the Actuarial Society. He has 
worked on special projects in many di- 
visions of the company and prior to his 
present appointment was executive as- 
sistant. 





Guide to Life Insurance 


Theme for National Radio 


A radio series devoted to life insurance 
will be presented in January by Bill 
Bertenshaw on his coast-to-coast “Radio, 
U. S. A.” show. The programs will fea- 


ture Michael H. Levy, President of 
Standard Security Life of New York 
who will explain about life insurance 


and will answer some of the questions 
most often asked. The second production 
in the series will highlight the insurance 
problems of single and married women. 

To help the public more readily under- 
stand the life insurance they buy, Stand- 
ard Security has introduced a new policy 
designed in the size of a digest maga- 
zine, is printed in large type and in 
down-to-earth language. 





GRANGE MUTUAL HOME OFFICE 

Grange Mutual Life has announced 
construction of its $2,250,000 new home 
office building in Nampa, Idaho, will 
begin February 10 and be completed in 
October, 1960, according to Ursel C. 
Narver, president. 

The Bank Building Corp. of St. Louis, 
will be architects, consulting engineers 
and general contractors and will han- 
dle all sub-contractors. 





C. W. Arnold Elected 
LIAMA Board Member 


C. W. Arnold, vice 
superintendent of agencies for Kansas 
City Life, has been elected to the board 
of directors of the Life Insurance Agency 
Management Association to fill the unex- 
pired term of Lambert M. Huppeler of 
New England Life who has resigned. 
Mr. Huppeler is leaving his company’s 
home office to return as general agent in 
New York City. 

Mr. Arnold began his 
reer with Kansas City Life on a part 
time basis while he was in school. In 
1927 he went with the company full-timre 
and in 1937 he was elected assistant sec- 
retary. In 1946 he was named superin- 
tendent of agencies; three years later 
was elected vice president and superin- 
tendent of agencies; and in 1952 was 
made a director of the company. 

Active in institutional affairs, Mr. Ar- 
nold has been chairman of the agency 
section of American Life Convention 
and has served on several LIAMA com- 
mittees through the years. He is or has 
been a member of the field personnel, 
annual meeting, public relations, com- 
pensation, agency officers round table. 
and research advisory committees and 
has served as chairman of the coopera- 
tion with other organizations committee. 


president and 


insurance ca- 





Ohio National Promotions 


Ohio National Life, at its quarterly 
board of directors’ meeting, announced 
three promotions in its management 
staff. 

Edna Holle has been appointed assist- 
ant director of insurance services. Join- 
ing the company’s actuarial department 
in 1927, she became manager of that de- 
partment in 1944 and, in 1957, manager 
of the policyholders service department. 
She is a Fellow of the Life Office Man- 
agement Institute and an instructor for 
several of the LOMA classes. Miss Holle 
is active in Zonta International, the busi- 
ness and professional women’s organiza- 
tion. 

Denver E. Mays has been appointed 
assistant director of data processing. A 
member of Ohio National Life since 
1943, Mr. Mays has served in several 
managerial capacities, with time out for 
military service in the Navy. In 1955 he 
was made manager of the machine ac- 
counting and statistical department. He 
is a member and officer of the Cincinnati 
Chapter of National Machine Account- 
ants and a member of the Insurance Ac- 
counting and Statistical Association. 

Kenneth B. Rutland has been ap- 
pointed assistant director of sales pro- 
motion. Mr. Rutland joined Ohio Na- 
tional Life in 1955 as assistant manager 
of the field service department. A grad- 
uate of Cincinnati’s Central Academy of 
Commercial Art, he has an extensive 
background in the advertising field as 
production manager, art director and ac- 
count executive. 











MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 


LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT, 
Agency Vice Pres. 





INSURANCE EXECUTIVE 
and 
CONSULTANT AVAILABLE 


15 years' experience in Sales- 
Management, Promotion, Direct; 
Office Management-Accounting, 
Public Relations, Market Re- 
search, Claims Adjusting, Con- 
sulting Work. Life and A. & H. 
Individual and Group. Under age 
40. Location Florida. 


WRITE BOX 2745 


THE EASTERN UNDERWRITER 
93 Nassau St., New York 38, N. Y. 




















MONY Appoints Three 
In Sales Department 





WILLIAM H. MackKENZIE 


Mutual Of New York has announced 
three new appointments in the sales de- 
and field 


department. 


relations divisions 
William H 
Mackenzie, former assistant director of 
promoted 


velopment 
of its sales 
been 
field 
succeed Mr. 


sales development, has 


to assistant director of relations 


Richard D. 
MacKenzie. He has been editor for 
sales news on MONY News, the 
weekly newspaper. George C. Calfo has 
joined MONY as sales development spe- 
cialist. He has been advertising director 
of Sesac, Inc., a music licensing firm in 
New York, since 1957. 

Mr. MacKenzie is a graduate of Rut- 
gers University and is a former director 
of sports information there. He joined 
MONY in 1954 as a sales promotion as- 
sistant and was assistant director of sales 
promotion for a year before his transfer 
to the sales development position. 

Mr. Dixon, a magna cum laude grad 
uate of Boston University, joined MONY 
in 1956. He was editor of Points, the 
former monthly magazine for the field 
force, and became sales editor of MONY 
News when it was established last Janu 
ary. 

Mr. Calfo was graduated from Syra 
cuse University in 1950 and has spent 
seven years in the advertising field 


Dixon will 


firm’s 


MUTUAL TRUST GEN’L AGENT 

Mutual Trust Life, Chicago, announced 
the appointment of Herbert C. Stevens 
as general agent in the Detroit area. Mr. 
Stevens’ experience includes both agent 
and assistant agency manager status 
with Equitable of New York. 
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E. C. McDonald Made A 
Senior Vice President 


FOR THE METROPOLITAN LIFE 





Malvin E. Davis, Reinhard A. Hohaus 
Appointed Senior Vice Presi- 
dent and Chief Actuary 





Edwin C. McDonald has been ap- 
pointed a senior vice-president by Metro- 
politan Life, and Malvin E. Davis and 
Reinhard A. Hohaus have been appointed 
senior vice-president and chief actuary, 
it was announced by Frederic W. Ecker, 
Metropolitan’s board chairman. All ap- 
pointments are effective on January 1. 
Other major year-end appointments in 
the Metropolitan’s official family are: 
William J. Barrett, vice-president and 
secretary; Norman Carpenter, vice-presi- 
dent, city mortgages; Karl H. Kreder, 
vice-president, personnel; H. Hugh Mc- 
Connell, vice-president, investments; Eu- 
gene A. Schmidt, Jr., vice-president and 
treasurer; Charles A. Siegfried, vice- 
president, Group insurance; and John C. 
Timmermann, vice-president, personal 
life insurance. 
Also George R. 
president, Canadian thead office; Arnold 
B. Brown, second vice-president and 
assistant resident manager, Pacific Coast 
head office; Milton A. Ellis, second vice- 
presiednt, insurance relations; and Jo- 
seph F. Flood, second vice-president and 
field personnel officer, 
Mr. McDonald, who has been a mem- 
ber of the Metropolitan’s board of di- 
rectors since January 1, 1958, has been 


3erry, second vice- 


vice-president in charge of Group insur- 
ance since 1953. He had been associated 
with the company since 1930. Between 
1940 and 1947 he served as vice-president 
in charge of the company’s Canadian 
operations. Currently he is a member of 
the board of directors of a number of 
corporations, including the Royal Bank 
of Canada and the Celanese Corporation 
of America, and is a member of the ad- 
visory board of the Bankers Trust Com- 
pany of New York. 

Mr. Davis has been associated with the 
Metropolitan since 1923 and has been 
an officer of the company since 1930. Cur- 
rently he is vice-president and chief ac- 
tuary in charge of the company’s actuarial 
operations relating to erpsonal insurance 
and annuities. 

Mr. Hohaus joined the company in 
1921 and has been an officer since 1925. 
He is in charge of the company’s ac- 
tuarial operations relating to Group in- 
surance and pension programs, and is 
an internationally recognized authority 
in these fields. He has been vice-presi- 
dent and chief actuary since 1953. 

Other January 1 appointments 
nounced by Mr. Ecker are: 

To third vice-president: Damian J. 
Hogan, farm mortgages; Gordon Randall, 
Canadian head office; and John H. 
Thompson, Pacific Coast head office. To 
medical director: Paul I. Robinson, M. 
D. To actuary: George C. Campbell. To 
assistant vice-president: John W. Moody, 
field management, and Lydia G. Giber- 
son, M. D. To associate actuary: James 
B. Gardiner, Allan F. Lebourveau, and 
Philip A. Rabenau. To assistant actuary: 
Fred W. Elley, Robert J. Johansen, and 
Charles H. Jones. To assistant general 
counsel: Michael J. Civetta, Harvey M. 
Coats, Raymond L. Hagmann, Edgar W. 
Hendrickson, Bernard G. Hildebrand, 
and Henry J. Medler. 


an- 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











Girardian Names Conroy 

Appointment of Thomas J. Conroy as 
regional manager of the Louisiana terri- 
tory has been announced by Girardian 
Insurance Co. of Dallas by Roger Gar- 
rels, vice president and agency super- 
visor of the company. 

Mr. Conroy has nearly 14 years of com- 
prehensive experience in the insurance 
field. This experience includes selling, 
recruiting, managing and other admin- 
istrative duties in connection with other 
national life insurance companies. 

A graduate of Tulane University, Mr. 
Conroy later became a faculty member 
of that institution. At the beginning of 
World War II, he was a teacher and 
coach at the New Orleans Academy. At 
the end of 4% years of wartime service 
with the Army, Mr. Conroy was a major. 

According to Mr. Garrels, the appoint- 
ment of Mr. Conroy is a planned step 
in Girardian’s expansion program. Li- 
censed and operating under the super- 
vision of 42 states, District of Columbia 
and Puerto Rico, Girardian is stepping 
up its operations in the Louisiana terri- 


tory. 
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ChristmasTime 


Increases Dividend Scale 


The largest increase in the policy divi- 
dend scale in the history of Ohio Na- 
tional Life has been approved by the 
company’s directors effective January 1, 
1960. 


At the same time, the rate of interest 
applied to dividend accumulations and 
participating settlement certificates will 
be increased to 3%%. Dividends pay- 
able to existing policyowners during 1960 
will be approximately 23% greater than 
for 1959, of which more than one-third 
is due to the increase in scale. 





Hancock Nashville Agency 


Host to Beneficiaries 


Beneficiaries and annuitants of the John 
Hancock in Tennessee were guests of 
the Starkey Duncan Agency, Nashville, 
for a full day of activities held last 
month. Theme of the program was “the 
human side of life insurance,” and the 
guests were referred to as the living 
testimonials of the security and inde- 
pendence that life insurance can provide. 

The program included a reception, a 
visit to a famed historical shrine, and a 
dinner. The guests represented a cross- 
section as to age and economic strata. 

Principal speaker at the dinner was 


. . » we wish you could hear the 
chimes atop the Equitable Tower 


they play so many of our 


beautiful and best loved Christmas 
Carols. We wish that your hearts 
could be made a little lighter, and 
your days a little brighter, as are 
those of thousands of our home city 
residents. But most of all, we wish 
for you and yours a most happy 
Holiday Season. 


y / 
ire INSURANCE COMPANY OF IOWA 


FOUNDED 1867 — ODES MOINES 
















THE LEE NASHEM AGENCY 
"The Major League Agency" | 


(Mutual Benefit Life Insurance Co., 
Newark, J.) 


TO BROKERS 
We pay 55% -+ nine 5's vested on 
Ordinary Life! 
Extremely high immediate cash 
values on about 20 different types 
of contracts. : 
One year incontestable—not two, | 
COME IN AND SEE US! | 












LEE NASHEM AGENC 


110 East 42nd Street 
New York I7, N. Y. 


Vice Admiral John L. McCrea, a vig 
president of the Hancock. He summ. 
rized case ‘histories taken from the re. 
ords of the Duncan agency, each: stop 
illustrating some dramatic service rep. 
dered by life insurance. The composi 
picture was one of families kept intacfh 
of homes retained, of the aged enjoyin, 
economic security and of personal sel. 


respect stemming from the feeling ; GRE 
independence and security afforded |) f Life 
life insurance. : 
Margaret Divver, vice president Jots Clarence 
Hancock, speaking briefly on the distaif Senator | 
side of insurance, said: “Women hav National 
always been in the life insurance pictur§ tome Li 


because it is a product designed ¢& 
pecially for the preservation of all tl 
things that constitute a woman’s world- 
her home, her children’s upbringing ani 
education, her family happiness. To he 
it is a secure anchor in an everchangin 
sea of fortune.” 

Vice President Lawrence B. Gilma 
explained some of the experiences 2 
insurance company can have in settlix 
claims. Citing specific instances, M: 
Gilman emphasized the dedication whic 
characterizes the efforts of a claims de 
partment to insure prompt and equitabk 
handling of the cases with which it deal 

Other guests, in addition to annuitant 
policy holders and beneficiaries, wer 
prominent residents of Nashville and in 
cluded John R. Long, Tennessee Con: 
missioner of Insurance and Banking an 
James G. Stahlman, president and pub- 
lisher, The Nashville Banner. 

Starkey Duncan and members of his 
agency were Official hosts for the occ 
sion. 





Munson Joins Acme United 

Acme United Life, Atlanta, has ap- 
pointed Max E. Munson as vice president 
of the western division to head the grovw- 
ing western organization in Phoeniy, 
Arizona. Mr. Munson has been in the 
life insurance business since 1945, serving 
as agent and district superintendent i1 
Topeka and Wichita, Kansas, for Nz 
tional Life and Accident. From 1951 t 
1956 he was with Security Benefit Life 
From 1956 to the present time ihe ownet 
his own general insurance, life insuranct 
and mortgage investment business 1! 
Wichita. His personal production has ex 
ceeded one million each year since he 
started his own business. 





Indianapolis Life Sales 
Indianapolis Life’s field force during 
November recorded a 25% increase ove! 
November of last year, according t 
Agency Vice President Arnold Berg. . 
Sales for the first eleven months 0 
1959 are 20% ahead of the comparable 
period a year ago and are the highes 
in the company’s 54-year history. 
Leading salesman for the month wa 
James Fusco of Columbus and hs 
agency also set the pace for all agenci¢s 





O'TOOLE ASSOCIATES 
Seunenenanis tetas to 
Insurance Companies 
Established 1946 
220-02 Hempstead Avenue 








QUEENS VILLAGE 29, NEW YORK 
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GREETING GUEST SPEAKER—Pictured above at the recent annual meeting 
of Life Insurance Association of America at Waldorf-Astoria, New York, are: 
Clarence J. Myers (left), president, New York Life, and retiring president, LIAA; 
Senator Prescott Bush of Connecticut, luncheon speaker; Deane C. Davis, president, 
National Life, and LIAA’s new president, and William P. Worthington, president, 
Home Life, New York. 


Dr. R. G. McMurtry Ends 
Ten-Week Lecture Tour 


Dr. R. Gerald McMurtry, director of 
the Lincoln National Life Foundation, 
has returned to Fort Wayne after a ten- 
week lecture tour of the Far East. The 
purpose of the trip, which included 
Korea, Formosa, Hong Kong, Indonesia, 
Singapore, Malaya, Thailand, Philippines, 
and Hawaii was to foster good will be- 
tween the people of America and these 
countries by stimulating an interest in the 
character and ideals of Abraham Lincoln. 

Dr. McMurtry’s tour was under spon- 
sorship of the U. S. State Department’s 
International Education Exchange pro- 
gram. He traveled a total of 25,000 miles, 
and gave 58 addresses to more than 22, 
000 persons. Many of the lectures were 
attended by the public while others were 
given in conferences and lectures before 
university groups and government oflfi- 
cials. Some of Dr. McMurtry’s ad- 
dresses were given on the British Broad- 
casting Co. in Hong Kong, Voice of 
America, and other major radio stations 
of countries he visited. 

Dr. McMurtry’s presentation consisted 
of his lecture, a question and answer 
period, and a showing of the film, “Meet 
Mr. Lincoln,” which was sponsored by 
the Lincoln National Life and presented 
nationwide on NBC-TV last February. 
3ecause of popular request, “Meet Mr. 
Lincoln” will be presented again by the 
company and NBC-TV this coming Feb 
ruary. 





GROUP UNDERWRITER 


Salary commensurate with qualifications and 


experience. Excellent opportunity. Give 
full background information and salary 
requirements. 


GENERAL AMERICAN LIFE 
INSURANCE CO. 


1501 Locust St., St. Louis, Mo. (66) 

















Western Life, Canada, Sold 


An option to purchase a controlling 


interest in Western Life Assurance Co. 
of Hamilton, Canada, is reported to have 
Inter-Coast Mutual 
Control 
of Western 1956 
by a group of U. S. and Canadian busi- 
ness headed by H. P. Skoglund, 
chairman of North Life 
Casualty of Minneapolis. 


been acquired by 
Life Co. of Sacramento, Calif. 


Life was acquired in 


men 


American and 


Conn. General Consultants 

Five appointments of brokerage con 
sultants were announced by Connecticut 
General Life. 

The new consultants are James A 
Duff, Jr. at the Pittsburgh branch office, 
Richard J. Drew, Boston branch office, 
N. Delmar Green, Seattle brokerage 
agency, Peter G. Pierce, Boston broker- 
age agency, and Albert R. Sisson, Chi- 
cago branch office. 











“Any man who doesn’t 
believe in Life Insurance 
deserves to die once 


s dk ‘ 99 
without having any. 
—Wi// Rogers 


This quotation is from the title page of a 
new booklet just published by The Hanover 
Bank. It contains important facts about how 
men and women can gain greater benefits 
from their investment in life insurance. 

Send for your copy of this booklet. Write 
the Advertising Department, The Hanover 


Bank, 70 Broadway, New York 15, N. Y. 





THE 


Member Federal Deposit Insurance Corporation 





HANOVER 
BANK 


NEW YORK 
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Retires From Occidental 


Bullocks Portrait Studio 
HOSKING 


W. S. 


W. S. Hosking, second vice-president 
for Occidental Life of California, re- 
tired November 30 after 36 years and 
seventeen months with the company. He 
treasurer of Occidental from 
his election to second vice- 
December, 1958. 

A native of Montana, Mr. Hosking 
graduated from Butte Business College 
and then entered business as an assistant 


served as 
1937 until 
president in 


secretary for a gold mining company. 
In 1917, he became secretary for Mon- 
tana Fire, leaving there in 1919 to be- 


come Deputy Insurance Commissioner 
for the State of Montana. In 1922, he 
was made special examiner for the De- 
partment. 

He was treasurer for State Life of 
Montana when that company was ac- 
quired by Occidental. He then joined 
Occidental and was named auditor in 
1926, controller in 1935 and then treas- 
urer, 

Mr. Hosking will temporarily continue 
his association with Occidental’s parent 


company, Transamerica Corporation, by 
representing Transamerica in work be- 
ing done in the development of two new 
companies, Transamerica Life of which 
he is a vice-president and Transamerica 
Insurance Company. 


Allen Greenough Trustee 
Of Penn Mutual Life 


Allen J. Greenough, president of the 
Pennsylvania Railroad, was elected a 
trustee of Penn Mutual Life, it was an- 
nounced by Malcolm Adam, president. 
He succeeds William W. Bodine, former 
chairman of the Penn Mutual board, who 
died in September. 

Born in San Francisco, Mr. Greenough 
attended public schools in that city and 
private school at Princeton, New Jer- 
sey. He was graduated from Union Col- 
lege at Schenectady, N. Y. in 1928, with 
a B.S. degree in civil engineering. Mr. 
Greenough joined the Pennsylvania Rail- 
road in 1928, as an assistant in the en- 
gineering corps of the New York Divi- 
sion. Later, he served as division engi- 
neer in various parts of the country. In 
1946, he was appointed superintendent 
of freight transportation, Western Re- 
gion, and in 1950 was named general 
superintendent of trans sporte ition, Eastern 
Region. Mr. Greenough was appointed 
vice president, Eastern Region in 1953 
and in 1955 he became vice president, 
transportation and maintenance. On Oc 
tober 28, 1959, Mr. Greenough was 
elected president and a director of the 
company. He is a director of Girard 
Trust Corn Exchange Bank and Mer- 
chants Warehouse Co., as well as officer 

director of many subsidiary and allied 
companies of the Pennsylvania Railroad 
( U 





ANNUAL CLU REVIEW 


Illustrated Story of CLU Events During 
Past Year Contained In 
24-Page Booklet 

An illustrated story of CLU events 
during the past year is contained in the 


sixth annual CLU Review, a 24-page 
public information booklet, published 
jointly each year by the American Col- 


lege of Life Underwriters and the Amer- 
ican Society of Chartered Life Under- 
writers. 

This 
tures a 


the Review fea- 
CLA 
persons 
Also 

incerest- 
manage- 
1958-59 


latest issue of 


brief and 
not 


in- 


explanation of 
its meaning, written for 
familiar with the program. 
cluded in this new issue are the i 
ing facts about ICLU and the 
ment education program for the 
academic year. 

Charts, photographs, and brief ex- 
planations are used to describe the vari- 
ous activities of the College and the So- 
ciety, including the CLU Institutes, the 
Journal, latest examination figures, the 

ground ‘dedication ceremony for the new 
CL U home and the continuing education 
program. 

The Review is being sent to all CLU’s 
to officers of the life companies that sub- 
scribe to the Cooperative Fund for Un- 


Made District Manager 
For Sun Life of America 


Sun Life of America, announces the 
appointment of John S. Crockett as man- 
ager of the company’s Washington Two 
district. 

Mr. Crockett started his career with 
Sun Life in Washington as an agent in 
1934. He was promoted to field manager 


in Washington in 1936. When the com- 
pany entered Indiana in 1950, Mr. 
Crockett was sent to Indianapolis as 
chief field manager where he remained 
for more than a year prior to returning 
to the Washington area early in 1951. 





derwriter Training, to CLU teachers and 
local educational chairmen, to collegiate 
schools of business, and many other 
groups and organizations believed to be 
interested in CLU 

_Local chapters of the American So- 
ciety are encouraged to distribute the 
booklet to individuals in their own com- 
munities who might want to know some- 
thing about CLU. 

Persons who would like to rereive a 
copy of the 1959 CLU Review are invited 
to write to the public relations depart- 
ment at CLU headquarters, 3924 Walnut 
Street, Philadelphia. 








Seasons Greetiuns 


to our many friends 
who have helped to make 


1959 our best year ever. 


ya 
A) 


LIFE AGENCY of NEW JERSEY, INC. 


10 Commerce Court, Newark 2, N. J. 


SIDNEY E. LEIWANT, CLU, General Agent 
HAROLD P. TASKER, Assoc. General Agent 
SANFORD MERKIN, Supervisor 
JAMES FLYNN, Brokerage Manager 
ARNOLD T. ANDERSON, Group Supervisor 
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LIFE COMPANY WANTED 
NEW YORK STATE 


by one of country's largest producing life 


agencies. Write 
Box 2752 


The Eastern Underwriter 


93 Nassau Stree+ New York 38, N.Y, 


MONY Advances Pitler to 
Director of Underwriting 











MORRIS PITLER 


Mutual Of New York has advanced 
Morris Pitler to director of underwrit- 
ing. He was formerly assistant director 
MONY also has announced the promo- 


tion of Erving King from. territorial 
head underwriter to senior staff under- 
writer, and of Walter Smith from ad- 


ministrative assistant to director of selec- 
tion administration. 

Mr. Pitler, a member of the executive 
council of the Home Office Life Under- 
writers Association in New York, has 
been with MONY’s selection department 
since 1917. He is a graduate of the Col- 
lege of the City of New York. 

Andrew C. Webster, vice-president for 
selection, announced also that MONY is 
expanding its territorial liaison staff “to 
allow MONY to handle more efficiently 
the increased volume of applications the 
company anticipates.” 

In the new alignment of the under- 
writing staff, the following promotions 
are effective: Leif Olsen becomes terri- 
torial underwriter; Miss Helen Sprague, 
Arthur Gribbins, Brian Grant, Henry 
Manger and Thomas Webster becom: 
assistant territorial underwriters. 





Bankers Life of Iowa 
Reports Production Gains 


New Ordinary business written by 
3ankers Life of Des Moines during the 
month of November amounted to $24, 
943,433 representing an increase of nearly 
$54%% million over the same month lasi 
year. Group insurance for the month 
amounted to $11,166,575 for a November 
new business total of $36,110,008, up 
nearly $1% million over the same month 
last year. 

Production for the first 11 months 0 
the year amounted to $427,888,698, an in- 
crease of nearly $45 million over the 
same period last year. Both Ordinary 
and Group new business totals for the 
year-to-date represent substantial 1- 
creases over the same period last yeat 
with Ordinary insurance amounting 10 
261,579,569 and Group insurance, $166, 
309,129. 

Total life insurance in force at Bank- 
ers Life had reached a new high by the 
end of November of $3,525,967,050. Of 
this total $1,957,344,409 was Ordinary in- 
surance and $1,568,622,641, Group insut- 
ance. 
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Se ential Associate Actuary 








CHRISTOPHER H. WAIN 


Christopher H. Wain has been elected 
an associate actuary in the actuarial and 
new business department of the Pruden- 
tial. 

Mr. Wain joined Prudential in 1948 
at its Los Angeles regional home office, 
transferred to the Newark 
He returned to Los 
In 1956, he 


and was 
home office in 1953. 
Angeles the following year. 


anced f was promoted to actuarial director there 
rwrit- Fand elected an assistant actuary. He re- 
ector. fiopined the home office in Newark this 
Fomo- | December 1. 


tora’ Mr. Wain was born in Toronto, Can- 
nder- f ada, later moved to Los Angeles. He was 
1 ad- } oraduated from the University of Cali- 


selec- | fornia at Los Angeles in 1940. He served 
. fin the Army during World War II, and 
ullve Pwas discharged a captain in 1946. He 


nder- | worked for Occidental Life of California 
, has Pior two years before joining Prudential. 
ment | He is a Fellow of the Society of Actu- 
Col- } aries. 





t for 
.’.,° |Made Group Representative 
ently For Mutual Benefit Life 


. the 
he Martin J. Weidenhamer has been ap- 
der- } pointed Group insurance representative 
jons fn the New England area for Mutual 
erri- | Benefit Life of Newark. He will be as- 
eue, | Sociated with Mutual Benefit Life’s 
onry | Boston regional Group office, directed by 
om: | Joseph T. Carberry. 


Mr. Weidenhamer’s duties will be to 
advise and assist life insurance agents 
in the New England region in the mar 
keting and administration of Group life 
insurance plans. 

A Navy veteran, Mr. 


: Weidenhamer 
InS | graduated from Cornell 


University in 


ts 199 with an A.B. degree. In college he ‘ 


was a member of Delta Kappa Epsilon 





the ; is g 

4. Fraternity, Alpha Epsilon Kappa, eco- 
rly | 2Omics honorary, and Kappa Beta Phi, 
ag, | SeClal honorary. He is a guest member 
nth | o the Zeta Psi Club in New York City. 
ber 

up 

nth . ° 

Appoint J. E. Laird 
0i Jerry E. Laird, since 1957 district man- 


in- Fer of the Topeka-Kansas agency of 
he Northwestern National Life, has been 
Ty § @ppointed manager of the company’s new 
he ima agency at Lima, Ohio. 

n- § The new Lima agency will encompass 
at flour Ohio counties. Mr, Laird will have 
to & the responsibility for servicing N/W 


i,- National policyowners in the area and 
lor building a full-time agency force. 
k- Mr. Laird joined the firm in Septem- 


ne ber, 1946 as a member of its Sioux City 
yt ‘gency. A graduate of N/W National’s 
n- Agents’ Training School, he entered the 
r f SoMmpany’s management training program 
m 1955 as a supervisor in the eastern 
division at Columbus. 





Guardian Life Announces 
Excess Interest Dividend 


Guardian Life of America has an- 
nounced that a special excess interest 
dividend will be paid in 1960 to the trus- 
tees of qualified pension and_ profit- 
sharing plans. 

The excess interest dividend is en- 
tirely independent of, and paid in addi- 
dividends 


tion to, the regular annual 


paid on the individual policies in the 
trust. The amount of the extra dividend 
depends on the cash value of all policies 
in force in the trust on the anniversary 
date in 1960, and will be paid to the 
trustee in one sum as soon as possible 
after the anniversary date. 

The special dividend is possible be- 
cause of the favorable tax treatment pro- 
vided for insured pension plans where 
qualified under the applicable section of 
the Internal Revenue Code. The divi- 
dend will not be paid on Guardian plans 
not so qualified. 


Franklin General Agents 

Phillip H. Bowen, of Portland, Ore., 
and Lvle R. Baker, of North Portiand, 
Ore., have been named general agents 
for Franklin Life Insurance Co. of 
Springfield, Il 

Before joining . Franklin Life, .Mr 
Bowen was associated with The Pruden 
tial. He has been in the insurance field 
for nine years. 

Mr. Baket, also a former Prudential 
representative, entered the life insurarice 
business in 1952. 





EDWARD J. DORE, Sr. entered the Life Insurance business in 1928, and was named General Agent for Berkshire in 1943. Sons Edward, 
Jr. and Thomas joined him in 1953 and 1955 respectively. All three have qualified as Life Members of the Million Dollar Round Table. 


“Being young 
is no obstacle 
to success... 


...in Life Insurance selling. In most businesses, a son must 
wait till his father is too old to enjoy the flavor of success 
before tasting it himself.” 


“You've certainly helped us develop our production, Dad. 
But hasv’t there been some two-way traffic on that street?” 


“You bet there has! Right here in this office, we actually 
have a scaled-down replica of Berkshire’s field-management 
philosophy. Berkshire believes nobody has a monopoly on 
experience. Ours can help a hundred other Agents, and 
theirs can help us. That’s the whole point of Berkshire’s 
Continuous Training Program. And you boys prove how 
effective’.it is! Both of you won Life Membership in the 
Million Dollar Round Table with your first three years’ 
production.” 


“With the pace you set, Dad, we had our work cut out for us.” 





“Remember, the fact that we represent a Company with a 
108-year reputation for sound management and service to 
policyowners has paved the way for much of our success. 
And Berkshire’s modern training techniques have shown us 
better production methods. Anyone looking for success while 
he’s young enough to enjoy it will find that today Berkshire 
presents the greatest opportunity for 
personal growth in the industry.” 
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Some Aspects of Sales ‘Training 


Various aspects of sales training was 
the theme of Horace R. Smith’s address 
as retiring president of the National 
Society of Sales Training Executives at 
its recent meeting in Hollywood, Fla. Mr. 
Smith, a ‘OLU, is assistan't agency vice 
president of ‘Connecticut ‘Mutual Life. 
The new president of the socieity is Rob- 
ert E. Stevens, sales personnel manager 
for Carnation Milk ‘Co. Among insurance 
men members of the society are Harold 
Gardiner, supervisor of education and 
field ‘training, Northwestern Mutual Life 
and Howard Conley, second vice presi- 
dent and director of training New York 


Life. 

“We are continually learning new les- 
sons and constantly developing new ap- 
proaches,” said Mr. Smith, “but there 
seems to me to be entirely too much cir- 
cumlocution about 'the periphery of the 
problem and not enough attack upon the 
center or the core of ‘selling—and that 
core is certainly real salesmanship. 

“Have we become so involved in the 
literature and the language, ‘the printed 
word and the talk and (the yak of our 
business jargon that we have lost sight 
of the central theme? Are we in bondage 
to the 'tyrannies of traditionalism, of 
temptation to uniformity and conformity 
without reason? Are we slaves to the 
tyranny of false and misleading nomen- 
clature and of redundancy and verbosity ? 
I hope not. But I fear we inay be blindly 
falling into these tyrannies and may fall 
so far we may never be able to free our- 
selves. 

“What about the language of salesman- 
ship. Is what we are now using the best 
available? Shouldn’t we investigate the 
science of Linguistics so 'that we may 
develop better words and better phrases 
yes, and better language—so we may 

better communicate our ideas to our 
salesmen that thus we may help them ‘to 
better communicate with itheir customers 
and prospects 

“Should we not be investigating the 
field of Symbolic Logic 'that thus we may 
lend impulse to further inquiry to make 
sure our empiracally founded conclusions 
can safely meet the test of reality in 
Sales life? Have we bothered to investi- 
gate the field of Cybernetics tha't thus 
we may better understand the fact that 
patterns of huma.: behavior produce pre- 
dicttive value viewpoints which are help- 
ful in ‘the guidan¢e, evaluation and ap- 
praisal of salesmen’s progress. 

“Should we not know more about Se- 
mantics and ‘the allied field of General 
Semantics? Through this study we shall 
be able to better understand the impact 
of language and circumstances wpon 
people, as well as the mental and physi- 
cal behavior of people resulting from the 
impacts of circumstances and language 
upon their capacity to understand each 
other. 

“It seems very clear to me that ithese 
and other areas should and will help us 
to emerge from the field of such broad 
generalities that we may enter into the 
area of greater specifics. Wherever I go. 
I listen carefully itto hear about real cales- 
manship or the science of annlied sales- 
manshin. What are they? How do tthev 
work? How do men attain them? How 
are men trained to use them? 

“Is salesmanship substantive? Is sales- 
manship ‘subjective or ohbiective as a pro- 
cess or an acquired skill? Is (there real 
intellectual conttent to salesmanship? If 
so, what can we do to further make it 
understood ? 

“Well, I, for one, am for salesmanship 
and better sales training, not at ithe ex- 
pense of sales education and product 
knowledge, but men do not get excited 
about dull, detailed, educational pro- 
cesses. Men who gravitaite to the sales 
field cannot be inspired by the details 
and mechanics of order taking. But 
these men are groping for and hoping 
for that nebulous something we are sup- 





posed to have. Perhaps we are just hid- 
ing our lights under a bushel. If this 
is so, then let’s take away the basket 


and turn up the generator. Let’s ‘talk 
about sales and selling and how the 
miracle is accomplished. 

“Let’s rededicate ourselves there and 


now, and then—on January 1, turn over 
a new leaf—each of us on this own cal- 
endar—and mark in big bold letters. ‘Do 
something about salesmanship for some- 
body today!’” 
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THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, 


J. H. Lucas General Agent 
For Manhattan in Fresno 


James H. Lucas has been appointed 
general agent of Manhattan Life in 
Fresno, Cal., it was announced by the 
company’s home office in New York. 

Mr. Lucas began his life insurance 
career in 1955 with Occidental Life and 
was brokerage manager immediately 
prior to his appointment by Manhattan 
Life. Previously he was an executive 
in the transportation field. 
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POLICIES SOLD BY 

MUTUAL BENEFIT 

AGENTS AVERAGE 
$14,062 


That’s not the whole 1958 story! 
Only 5.7% of Mutual Benefit Life 
insurance is term. 





Why do Mutual Benefit Life 
agents write policies so much 
higher than the industry aver- 
age? 

First: Mutual Benefit Life’s 
unusual personal planning for 
TRUE SECURITY appeals 
strongly to the man who has 
more to protect and more to 
spend for insurance, 

Second: Mutual Benefit Life 
provides its agents with fast 
hitting, pre-tested sales aids 
designed to save agents’ and 
prospects’ time. 

Third: Many agents of 
Mutual Benefit Life findit easy 
to concentrate in the higher 
income professional fields. 

For these reasons, and 
others, the men who under- 
stand and value life insurance 
most seek TRUE SECURITY 
from Mutual Benefit Life. This 
also means True Security for 
the agents of Mutual Benefit 
Life and their families. 





COMMODITIES UP 





HOME OFFICE LIFE UNDERWRITER 


Real opportunity with growing multiple ling 
organization in New York City. Minimum 
3 years experience, college backgroung 
preferred. Salary open. Write in strig 
confidence. Box 2750, The Eastern Under. 








Thursday’s Index Advanced1 Point 








writer, 93-99 Nassau St., N. Y. 38. 








Mr. Lucas is a member of the Lij 
Underwriters Association and the Fres, 
County Safety Council. A veteran ; 
World War II, he held the rank of lie, 
tenant in the Army  Transportatio, 
Corps. 
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Electronic Data Processing System 


To Be Installed By Mass. Mutual 


Massachusetts Mutual Life announced 
that two major installations of elec- 
tronic date processing equipment will 
take place in 1960. Representing an in- 
yestment of over $134 million, these in- 
stallations will enable the company to 
give better service to its policyholders 
and to continue ito decrease its unit cost 
while servicing a rapidly growing volume 
of business. Equipment to be installed 
by the company ‘has an effective service 
capacity of up to $12 billion of individual 
fife insurance, approximately twice ‘the 
amount now in force. 

Poiniting out ithat, since 1949, the com- 

ny’s sales quadrupled, insurance in 
force doubled and assets rose by about 
$1 billion, President Leland J. Kalm- 
bach declared, “Despite the substantial 
demands on our company’s facilities and 
resources arising from such a_ period 
of rapid growth, we have been able to 
offer life insurance protection at a net 
cost which ls Jess ttoday :than at the 
beginning of the decade. 

“During the 1960’s,’ Mr. Kalmbach 
said, “the increased demand for life in- 
surance created by our growing popula- 
tion and our expanding economy may be 
expected to produce a volume of new 
business which will be even greater than 
that of the past decade. As we approach 
these new challenges \to our home office 
Operations, we must plan to absorb fur- 
ther large increases in business while 
keeping our unit costs as low as possible. 
We can contribute to ithis by achieving 
greater efficiency of operations and by 
acquiring and using the most modern 
equipment ‘available.” 

Scheduled for installation in the policy 


issue department in February, 1960 is 
an IBM RAMAC 305 similar to one 
shown at the American National Exhi- 
bition in Moscow which will enable the 
company to establish automatic proced- 
ures in ithe areas of premium calculation, 
special riders and endorsements, policy 
writing and other processes required in 
issuing new policies. In September, 1960, 
Massachusetts Mutual is expected to 
purchase and install the latest IBM sys- 
tem, the all-stransistorized 7070, a large- 
scale electronic data processing system 
consisting of 22 interconnected compon- 
ent parts which will occupy an area 60 
feet wide and 40 feet long. 

The new system, the company ex- 
plained, will eventually function as a cen- 
tral source of reference and storage place 
for most data now contained in its vari- 
ous departmental card records. Tihe first 
task will be the automation of premium 
billing and accounting. 

Mr. Kialmbach emphasized ithat install- 
ation of ithe new equipment will not af- 
fect the continued employment of home 
office workers of their opportunities with 
the company in any way, and that Mas- 
sachusetts Mutual will continue to be 
the largest emplover of clerical person- 
nel in the Springfield area. “While, in 
the long ‘run, fewer people may be needed 
to perform some ‘of our functions, nor- 
mal terminations of employment will 
absorb such personnel and no employe’s 
salary or classification will be reduced 
because of ‘these installations. On the 
contrary, ithe long-range trend of job 
assignments will be in the direction of 
more interesting and more stimulating 
work and a number of routine and tedi- 
ous 'tasks will be wholly eliminated.” 





Bankers National Life 
Title Changes Announced 


Bankers National Life, Montclair, 
N. J.. has announced several changes in 
title which will become effective Janu- 
ary 1. C. Wilbur Carlson has been 
named assistant treasurer; George W. 
Hoffman, Jr. has been named auditor; 
Robert S. Marcotte, assistant comptrol- 
ler; and Elmer F. Mellet, tabulating 
director. 

Mr. Carlson is presently assistant 
comptroller, having served previously as 
assistant secretary. He worked for the 
Town of Montclair, both prior to and 
following service in the Army during 
World War II. He joined Bankers Na- 
tional Life in 1946. A native of Mont- 
clair, Mr. Carlson studied at Montclair 
High School and Rutgers University Ex- 
tention Division, 

Mr. Hoffman, formerly manager of 
agents accounts, was a cost accountant 
for other companies, including Curtis 
Wright, Elliott Company, and Crocker- 
Wheeler before joining Bankers Na- 
tional Life. He received both his Bach- 
elor of Science and Master of Business 
Administration Degrees from Rutgers 
niversity. 

The new assistant comptroller, Robert 
S. Marcotte, has served Bankers Na- 
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American Life, Bridgeport, 
Appoints Harold Weidman 


Harold Weidman has been appointed 
as agency secretary and will assist Aart 
Hoogenboom, agency vice president, in 
the development and expansion of Amer- 
ican Life’s rapidly growing Field force. 
Home office is in Bridgeport. 

After four years of service in the 
Korean conflict, Mr. Weidman entered 
the life insurance business. He has four 
successful years of personal production 
behind him, is a graduate of LUTC and 
attended the University of Bridgeport. 





tional Life for the past year as methods 
and cost analyst. A graduate of the Uni- 
versity of Vermont, he also attended 
Upsala College and the Seton Hall Grad- 
uate School of Business Administration. 
He is a member of the Life Office Man- 
agement Association and a first lieuten- 
ant in the Army Reserve. 

Elmer Mellett joined the company 
earlier this year, serving as IBM man- 
ager. He has studied in several IBM 
schools and has had previous experience 
as assistant IBM supervisor for Public 
Service of Maplewood; oil analyst for 
Esso Standard Oil of Linden; and as- 
sistant IBM _ supervisor for Western 
Electric of Kearny. He served in the 
Infantry during World War II. 
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Personal Income 


(Continued from Page 1) 


tually buys about 19% less consumer 
goods than did a 1949 dollar, because of 
the way prices have gone up in readjust- 
ment to the new proportion of goods-to- 
dollars. This is what we call inflation, 
says the report. 

Wages, salaries and other labor in- 
come make up slightly over two-thirds 
of the nation’s total personal income, 
Government figures show. The re- 
mainder is composed of income of busi- 
ness proprietors; professional income of 
doctors, dentists, lawyers, etc.; income of 
farm proprietors; rental income of per- 
sons; dividends; interest paid to persons, 
and “transfer payments,” which includes 
Social Security benefits, pensions, various 
state and local benefit payments, etc. 


Tragedy of Inflation 


The continuing tragedy of inflation, 
says the report, lies in the fact that the 
53% rise in dollar incomes since 1949 is 
strictly an average for the nation as a 
whole. Millions of Americans have seen 
their incomes increase considerably more 
than that average. Millions of other citi- 
zens have had little or no increase in 
their incomes. This last is particularly 
true among the elderly, the widows and 
orphans, and the disabled. 

Yet these citizens, too, find each of 
their scarce dollars shrunk by 19 cents 
in buying power just in the last ten years, 
because of the rise in living costs. 

Thus, says the report, inflation cheats 
millions of Americans out of any share 
in America’s gains in output from new 
inventions, new processes, new plants 
and machinery, and all of our improve- 
ments in technology. Instead it leaves 
them worse off than before. 

This study would be seriously lacking, 
says the report, if it failed to point out 
the powerful concurrent inflationary 
force exerted by the huge rise in the na- 
tion’s supply of circulating money, par- 
ticularly in borrowed “checkbook” dol- 
lars, which has continued during the past 
ten years. 

The two great inflationary forces have 
interacted on and with each other, the 
study explains. The push-up of dollar in- 
comes faster than the rise in production 
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has been possible because a_ ballooning 
supply of credit created billions of new 
dollars which not only permitted but 
helped stimulate the excessive rise in 
incomes. At the same time the huge rise 
in incoms has directly increased money 
in circulation, 


Nation’s Money Supply 
Since 1949 the nation’s money supply 


has increased by 65% or 55 billion dol- 
lars. Only three billions of the increase 
has been actual coins and ‘folding 


money,” the study points out. The re- 
mainder is “checkbook money,” created 
by borrowing through our modern bank 
credit system. 

Part of the borrowing has been by 
Government, to cover deficits of the past 
decade. 

Part has been by business, for expan- 
sion and to finance bigger payrolls, 
stocks of higher cost goods, and larger 
credits to customers. 

Part has been by consumers, making it 
possible for them to spend future income 
long before it is earned or received. 

Such a rapid expansion as has occurred 
in the supply of money produces a typical 
“easy money” trend, the study says. It 
stimulates speculation and over-rapid ex- 
pansion, reduces business management’s 
resistance to wage and other cost in- 
creases, and reduces consumer resistance 
to price increases. 

Therefore, says the report, the three 
major recommendations which econo- 
mists most frequently urge to halt infla- 
tion are: 

1. That all governments—federal, state 
and local—practice strict economy and 
avoidance of deficits; that in prosperous 
years they build a surplus and reduce 
outstanding debts. 

That the Federal Reserve continue 
to keep a firm rein on borrowing by busi- 
nesses and by individuals, through ad- 
justment of interest rates and bank re- 
serve ratios, 

3. That increases in wage rates should 
not exceed actual increases in produc- 
tivity. 
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that 


currently some 


leaders a 


business 


among 
growing feeling 


lost its 


ness 
\merican has pioneer- 


ing spirit which can threaten the Ameri- 
can economy. The example most com- 
monly cited is the advance of Soviet 


Russia in the sciences. 


raged ina 


One business man who is eng 


campaign to arouse a more aggressive, 
ing spirit in American business 


Louis E. Wi 
Meritt-Chapman 
demonstrated 


pioneet! 
Ifson, board 
& Scott 


his ca- 


leadership is 
chairman of 
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Corp., who 


daring action in building 


His 


given in this paragraph: 


pacity to take 


a business empire thesis may be 


If we are to meet the perils implicit 
in the growing strength of the nation 
opposed to our concepts, we Americans 
must ensure that the pioneering spirit 
is recaptured in every phase of our na- 
tional life. This applies particularly to 
our business structure, for it is basic to 
our national well-being. 

The need for creative ability in the 
scientific field ‘s admitted by all. What 


Mr. Wolfson is emphasizing is that this 
applies to the business world also 


Science alone cannot solve all problems, 


We must 


pioneer 


he says. equally encourage the 


ing and venture 


structure. It 


same spirit of 


throughout our business 


is ironic, he says, that while business 


admires and pleads for creativity and 


pioneering in science, it increasingly dis- 


courages ‘these same qualities in other 


He 


executives 


areas even charges that business 


who display creativity are in 


status in an organiza- 


learning to 
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danger of 


tion, such men soon avoid 


this hazard by falling into a mold of 
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In the interest of orderly procedure 


says Mr. Wolfson, 


encourages, if not 


business more and 
more orders, its ex 
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them. 
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askance at originality and_ initiative. 
Wihen business men talk about new blood 
it to the 


says 
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that 
companies he is 


want 
type. He 
leading 
the 
creativity at all 


they generally 
same blood execu- 


tives of many 


in touch with admit urgent need for 


greater levels busi- 


ness management. 


There are practical ways, it is claimed, 
individual initiative with 
command necessary in a 
This is done with- 


of combining 
the chain of 
business organization. 
out making a cult of non-conformity or 
sacrificing necessary discipline and con- 
Such partnership would give new 
struc- 


trol. 
strength to America’s 
ture, restoring vitality to 
ness and to America. 
The 


essential 


economic 
American busi- 


bigness of American business, an 


efficiency, also 


about change 


of it Ss 
bring 


element 


make it difficult to 


within itself. Business leans heavily on 
systematizing, standardization, and un- 
questioned authority. All make for re- 


sistance to change. Rather than appear 
to deviate, the individual himself, assum- 
protective fears to appear 
better than average, to be a dreamer, 
to be different. And it’s hard to make a 
think imaginatively 
been trained to 
Wolfson closes on this note. 

To sum up, we face the most urgent 
challenge in our history. In dramatic 
fashion, the public thinks of both chal- 
lenge and defense in terms of compet- 
ing scientists perfecting inter-continen- 
tal missiles and other weapons. Actu- 
ally, our business economy is a far more 
basic weapon, both for our own nation 
and for the Free World. This is because 
we are an industrial society. Industry 
is the very heartland of our social fabric. 
On industry’s well-being depends the 
economic well-being of all those varied 
elements of our national life. Together 
they make our nation great and strong. 
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C. Otis Flint, former vice president 
and regional manager of the Los Angeles 
office of the Employer’s Group of insur- 
ance companies, has been appointed vice 
president in the national division of 
First Western Bank and Trust Co.’s 
San Francisco administrative headquar- 
ters. Mr. Flint entered the financial field 
in 1929 with The Travelers and joined 
the Employer’s Group in 1937 becoming 
vice president in 1947. Graduate of 
U niversity of Okl: ihoma, he is a founder 
of the W ilshire Town Club, Los Angeles, 
and is a member of the Annandale Golf 
Club, Pasadena. 

x * * 

OCCIDENTAL ASS’T MANAGER 

Roy N. Vinbladh has been apnointed 
assistant manager of Occidental Life of 
California’s San Diego branch office. Mr. 
Vinbladh thas been in life insurance for 
nine years, the first eight with Ohio 
Na'tional in Cincinnati, and for the past 
vear he has been associated with Pacific 
National Life in ‘San Diego. 








Miss Patricia Mary Broderick of 
3ridgeport, Conn. recently became the 
three millionth person to purchase an 
individual life insurance policy from 
The Travelers. The Hartford company, 
founded in 1864, has more than $24 billion 
force and al- 
company 


of life insurance in now 
though a multiple-line 
as the fourth largest life insurance com- 
pany in the country. She is shown above 
receiving the policy Joseph J. 
O’Neil, a Travelers’ agent in Bridgeport. 


ok 


ranks 


from 


Charles E. Aubrey, manager of the 
home office multiple risk department of 
the Falls, has been promoted to 
superintendent of the company’s Pacific 
Coast inland marine and multiple line 
department. The Glens Falls’ Pacific 
Coast department, with headquarters in 
serves ten western states, 


Glens 


San Francisco, 


including Alaska and Hawaii. Mr. Au- 
brey, a native of Hudson Falls, N. Y., 
received his education in New York 


State schools and joined the company’s 
home office staff in April, 1931. He be- 
came automobile underwriter in 1940 and 
subsequently served as inland marine 
underwriter for seven years, which was 
interrupted by service in the U. S. Field 
Artillery during World War II. In 1949, 
Mr. Aubrey was advanced to chief un- 
derwriter and shortly thereafter to spe- 
cial representative of the combined in- 
land marine, burglary and glass depart- 
ment. 
x * x 


John D. Fothergill has been named as- 
sistant secretary of the Safeguard Insur- 
ance Co. of the London & Lancashire 
Group in charge of automobile under- 
writing. Mr. Fothergill is the son of the 
late J. V. Fothergill who for many years 
was an Official of the group. He joined 
the organization in 1933 in the fire under- 
writing department and continued in that 
capacity until entering the service in 
1942. Upon his return in 1946 he became 
associated with the automobile division 


in Hartford. 
x x 


George B. Kelly, former Congressman, 
N. Y. state Senator and assistant state 
industrial commissioner for the Ro- 
chester, N. Y., area, has entered the in- 
surance field as a broker and consultant. 
He will deal in bonds as well as general 
insurance. He is associated with the 
Howard A. McGee Insurance Center in 
Rochester. 


James A. Collier, of Grand Forks 
N. D., has been awarded an H. J. Hagge 
Memorial Fellowship by Employers Mu. 
tuals of Wausau, Wis. The award wil 
enable Mr. Collier to work toward ; 
doctor’s degree in insurance at Univer. 
sity of Wisconsin. He received a BS. 
in business administration from North- 
western University in 1951 and earned 
his master’s degree in business admin- 
istration at Indiana University in 1956 
Mr. Collier was formerly an. assistant 
professor of economics at University oi 
North Dakota. 


*k * x 


Linwood Butterworth, general agent, 
New England Life, Atlanta, scored his 
pe = hole-in-one recently at the 
Brookhaven Capital City Club in Atlanta 
He got his first hole-in-one in 1955. 


oe) 


J. J. Gene Tunney has been elected a 
member of the board of directors of 
Quaker City Life, according to an an- 
nouncement by Walter H. Lenhard, Jr, 


president. Mr. Tunney, retired unde- 
feated heavyweight champion of the 
world, prominent sportsman and_busi- 


ness executive, is chairman of the board 
of the McCandless Corporation and a 
director of Schick Safety Razor Co, 
The Pittston Co. and several other cor- 
porations. 

kk Ok 


Granville G. Miller, Merchantville, N. J, 
has been appointed nianager of the tax 
department for Insurance ‘Company of 
North America Companies in  Philadel- 
phia. Mr. Miller joined INA in 1920 in 
the financial department. He was an 
auditor for the company until 1946, when 
he transferred to the comptrollers de- 
partment. He has been in the tax di- 
vision of this department since 1957. Mr 
Miller graduated from Camden High 
School and attended the Wharton School 
of the University of Pennsylvania and 
Drexel Institute of Technology. 


a ae 

John E. Trudell, secretary, after 4 
vears’ association with the Boston-Old 
Colony Insurance Companies, retired on 
November 30. Mr. Trudell went to the 
Boston Insurance Group on August 2, 
1910. He advanced to examiner in the 
fire underwriting department, and in 1939 


was promoted to superintendent of aget- 
cies for Eastern-Central division. On 
April 13, 1943, he was elected assistant 
secretary and promoted to secretary I 
December, 1955, which title he held until 
his retirement. 
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New Features Bring Added Safety in 
1960 Car Models 


Numerous new features and improve- 
ments distinguish the 1960 models of 
automobiles states ‘Automotive Safety”, 
published by the Automobile Manufac- 
turers Association at Detroit. Pro- 
nounced changes in body design and en- 
gineering provide greater security and 
comfort. 

Driver vision has been further im- 
proved on many models by increased 
glass areas. Instrument panels, many re- 
styled for greater energy absorption, cut 
reflection through better instrument de- 
sign and placement and more flexible 
lighting. Greater use is also made of re- 
cessed controls, safety type sun visors 
and cushioning materials for crash in- 
jury protection. 

Following a traditional pattern, many 
items that were optional on some models 
in previous years have become standard 
equipment for 1960. Expanded use of 
improved insulation and sound deaden- 
ing materials heighten control of tem- 
peratures and reduce noise in the pas- 
senger compartment. 

New safeguards against rust and cor- 
rosion have been introduced through in- 
creased chemical coating processes, bet- 
ter finishes and more effective sealing. 
Advances in chassis construction, en- 
gines, steering, suspension and_ brakes 
have resulted in increased stability, eas- 
ier handling and better control. 

Brakes show a general improvement 
with self-adjusting features offered on 
more models. Advanced brake designs 
use linings with greater heat resistance 
while new materials and finned drums 
increase the effectiveness of cooling 
areas, states the AMA. 

A parking brake that releases auto- 
matically when the car is placed in gear 
has been introduced while more models 
make use of parking brake warning 
lights. Vibration and road shock are 
minimized by improved steering, more 
effective shock absorbers, and better en- 
gine mountings. Advanced tire designs 
add to a softer ride while reducing squeal 
on turns, providing greater traction and 
adding to stopping ability. 

Improvements in temperature and 
moisture control help clear fog and ice 
trom windows with increased speed and 
eficiency. Windshield washers provide 
greater cleaning action in less time and 
With less fluid. Wiper blades are longer 
on many models and follow windshield 
contours with more uniform pressure. 
Advanced automatic headlamp dim- 
ming devices are actuated by either head- 
lamps of approaching cars or taillamps 
on cars directly ahead on the _ road. 
More speedometers warn of approach to 
the upper speed ranges through lights, 
buzzers or color changes on the dial. 
Special devices contributing to greater 
safety on the new cars cover a wide 
tange. Included are remote control cut- 
side mirrors, two-speed rear window 
defrosters, automatic door locks and cus- 
tom positioned front seats. 

A record number of test miles and new 
electronic testing methods make the 196) 














Prudential Assurance Opens New 
Office Building in Johannesburg 


The head office for Southern and Eas! 
Africa of The Prudential Assurance of 
London recently moved into the new 
office building at 94 Main Street, Johan- 
nesburg, South Africa. Attending the 
ceremenies were Sir Frank Morgan, 
chairman of The Prudential’s board, and 
W. Frank Gardner, general manager. 
The principal speaker, Sir John Maud, 
United Kingdom High Commissioner in 
South Africa, officially declared the 
building open. 





IAN M. McNAB 


The Prudential will occupy most of 
the building which is thoroughly modern 
in design and includes, among its many 
facilities, a basement parking area for 
building tenants. The Standard Bank 
of South Africa, the principal bank in 
that country, will occupy space on the 
ground floor. 

The Prudential’s affairs in that part of 
the world are administered by Ian M. 
McNab, general manager for Southern 
and East Africa, who will have head- 
quarters in the new building. 





model cars and trucks the most scien- 
tifically proved vehicles in automotive 
history, it is claimed. Development and 
evaluation of the new models at industry 
proving grounds entailed 30 million miles 
of test driving, highest total for any 
model year. In addition, thousands of 
miles were driven on public roads. 
Test engineers brought the effective- 
ness of each test mile to an all-time peak 
with the aid of recent developments in 
electronics. The tiny transistor, as an 
example, made it possible to pack 
enough electronic equipment in a single 
test sedan to measure and record simul- 
taneously all necessary data on speed, 





The brides stole the show at the annual Christmas doll dressing project of Royal- 
Globe Insurance Group employes. Ellen Polensky, who soon will be a bride herself, 
shows a few of the hundreds of dolls collected along with other toys, to be distributed 
to children in hospitals in New York City, Westchester, New Jersey and Pennsylvania. 





pitch, roll, tire slip angle of each wheel, 
lateral thrust, steering angle, axle tor- 
que, driveshaft torque and steering ef- 
fort. 

The new electronic tools enable test 
engineers to duplicate practically all driv- 
ing conditions with greater accuracy and 
efficiency than ever before. Precise 
measurements of vehicle behavior are 
gathered in such detail that electronic 
computers are necessary to process and 
analyze data collected. 

Answers now are quickly available 
for complex problems that formerly re- 
quired weeks of trial and error testing. 
Out of the advanced testing programs 
have come vehicles for 1960 with greater 
safety and dependability. 

Since the first automotive proving 
ground was established in 1924, an esti- 
mated 400 million miles have been driven 
at the nine major test centers now in 
operation. Covering 24,000 acres of re- 
vamped farmland and desert waste, the 
proving grounds represent an estimated 
$100 million investment and are staffed 
by 2,500 engineers, technicians and driv- 
ers. 

One major test of prototype vehicles, 
six months to a year before production, 
calls for 25,000 miles of almost continuous 
travel over all types of roads in all kinds 
of weather. At the conclusion of the 
run, the vehicle is completely dismantled 
and engineers make a minute inspection 
of every part down to the smallest bolt. 
Any condition that would impair vehicle 
safety, performance or dependability is 
corrected by design changes, the Auto- 
mobile Manufacturers Association states. 


— ee 


Diemand Receives Pennsylvania 
Society’s Gold Medal 


John A. Diemand, president of Insur- 
ance Company of North America Com- 
panies, received The Pennsylvania So- 
ciety’s Gold Medal for Distinguished 
Achievement, December 12 at the so- 
ciety’s 6lst dinner at the Waldorf-As- 
toria Hotel in New York City. The gold 
medal is awarded in recognition of “dis- 
tinguished achievement” in all fields of 
endeavor to people who have contributed 
to world betterment and improvement 
of human relations, through scholarly, 
humanitarian and industrial efforts. 

In responding to the award President 
Diemand said: 

“It is fitting that Pennsylvania should 
be called the ‘Keystone State’, since in 
it our nation was bern with the Declara- 
tion of Independence, baptized in priva- 
tion and blood at Valley Forge, and 
confirmed in battle at Gettysburg. It 
has earned its title as the Cradle and 
Shrine of Liberty. 

“We Pennsylvanians possess a proud 
and plentiful heritage. Our farms and 


factories feed, clothe and house us well 
with ample to spare for trade beyond 
our borders. Our services of transporta- 
tion, communication, banking, insurance 
and the like are among the leaders ot 
the country, and we have more educa 
tional institutions than any other state. 
The striking renaissance of Pittsburgh 
and Philadelphia at opposite ends of our 
Commonwealth inspires all of our people 
and is indicative of the stride of progress. 

“Well may we glory in the past and be 
grateful for the present. What of the 
future? Our hopes are high. Good works 
of our own should make them a reality 
for ourselves and our sons who meet in 
this society. Past and present Pennsyl- 
vanians have written it boldly by their 
deeds in war and peace, and in the 
words of our great documents. 

“We have a sense of destiny in Penn- 
sylvania. We still believe that our peo 
ple do not merely exist as economic, 
social or political statistics, but live and 
act as men ‘endowed by their Creator 
with certain inalienable rights’. These 
rights are neither to be barred by force, 
nor loosely bought by the bribery of 
doles and handouts. 

“We still believe that men reach their 
highest happiness and reap their richest 
rewards, not through mastering their 
fellows by force and guile, but by work 
ing with them for mutual good. Our 
founder made no idle Greek pun when he 
named our first city ‘Philadelphia’. We 
still believe it is not the state which 
giveth and which taketh away from our 
rights and goods since as our Constitu- 
tion recites, ‘all power is inherent in the 
people and all free governments are 
founded on their authority and _insti- 
tuted for their peace, safety and happi- 
ness’. Let us ever recall that Pennsyl- 
vania is a commonwealth,—not a state.” 


* * * 


Workmen’s Compensation Law 
Pamphlets Ready 


New editions of the Florida and Illinois 
workmen’s compensation law pamphlets 
have been published and are now ready 
for distribution, the Association of Cas 
ualty & Surety Cos. has announced. 

The revised editions incorporate im- 
portant 
jurisdictions, 
digest and complete text of the work- 
men’s compensation law, but also perti- 
nent supplementary laws, including all 
amendments enacted by the 1959 legisla- 
tive sessions. The Illinois pamphlet also 


changes in the laws of those 


They contain not only a 


contains a digest and text of its occupa- 
tional diseases act. Annotations of cases 
decided since publication of the last edi- 


tions are also included. 
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Society of Insurance 
Accountants is Formed 


MOSHER OF BOSTON PRESIDENT 





Steele of Royal-Globe Executive Vice 
President; Accountants Assn. and 
Casualty Statisticians Merge 





At the organizational meeting of the 
Society of Insurance Accountants held 
December 11, the following were elected 
to serve as officers and executive com- 
mittee, effective January 1: 

President, Walter H. Mosher, Boston 
Insurance Group; executive vice pres- 
ident, T. Corwin Steele, Royal-Globe 
Group; vice president, John B. Stewart, 
‘Lhe Fund Insurance Companies; secre- 
tuary, Everard P. Smith, retired; treas- 
urer, Finn D. Nilsson, Royal- Globe 
Group. 

Executive Committee: William G. 
Bregartner, Chubb & Son; Jere J. Flynn, 
Hartford Fire Group; William H. Taliou, 
America Fore Loyalty Group; Samuel 
H. Gamble, Great American Group; H. 
Edward Hill, Excess & Casualty Reinsur- 
ance Association; Douglas F. Kirsheman, 
Aetna Insurance Group; John C. Bar- 
rows, American Surety; Jeremiah M. 
Donovan, The ‘Travelers; Benjamin LC. 
Frith, Maryland Casualty. 

The Society of Insurance Accountants 
has been organized by merger of Asso- 
ciation of Casualty Accountants and 
Statisticians and the Insurance Account- 
ants Association and is composed of ac- 
countants and statisticians representing 
stock insurance companies and affiliated 
organizations, The objects and purposes 
of the society are as follows: 


Objects of Society 
“To provide a forum for the discussion 
of accounting, statistical and _ related 


problems, the interchange of ideas; and 
the dissemination of information to its 
membership. 


“To provide an effective means to im- 
prove the efficiency and standardization 
of accounting and statistical procedures; 
interpret accounting and statistical re- 
quirements; promote efficient and eco- 
nomical methods and forms for the pre- 
sentation of reports; and serve, in ac- 
counting and statistical capacity, ’ organi- 

zations representing stock insurance 
companies. 

“To foster the value of the accounting 
and statistical function to the insurance 
industry.” 

The society has been organized with a 
total of 427 members and associate mem- 
bers and it is expected that by January 
1, additional applications will be received 
to increase the membership to approxi- 
mately 500 





Standard Accident Names 
VanLehn Property Mgr. 


Standard Accident of Detroit announces 
appointment of Leslie VanLehn as man- 
ager of the property underwriting de- 
partment in the company’s home office. 
Mr. VanLehn began his insurance career 
in 1929 as an assistant underwriter with 
the New Zealand Insurance Co. In 1942 
he joined Pacific States Savings and 
Loan Association as manager, insurance 
department. He became an underwriter 
with the Providence-Washington in 1950, 
and in 1957 was made superintendent of 
the fire underwriting department. 

He joined Standard Accident in Janu- 
ary, 1958, as superintendent, fire under- 
writing depz irtment at the company’s San 
Bruno division. In June, 1958, he was 

made manager of the department, and 
retained that position until his recent 
appointment. 


North America Cos. 
Promotions Announced 


SEVERAL MADE SECRETARIES 
Wyatt, Morrison, Harrington, Schiff, 
Watson, Young, Atkins, Davidson 
Johnson and Others Advanced 





Directors of Insurance Company of 
North America Companies ‘have voted 
several elections and promotions, John 
B. Wyatt was promoted from assistant 
secretary to secretary-underwriting ad- 


ministration, Insurance Company of 
North America. 
Robert A. Morrison, assistant secre- 


tary, Was promoted to secretary-aviation, 
North America and Indemnity Insurance 
Company of North America. 

Frank G. Harrington, Jr., manager of 
public relations and advertising, was 
elected secretary-marketing for North 
America and Indemnity Insurance Com- 
pany. 

Robert O. Young, manager of Cleve- 
land service office, has been elected as- 
sistant secretary of North America 
and Indemnity Company of America. 
Kendall R. Atkins, Jr., was elected as- 
sistant comptroller for North America 
and Indemnity Insurance Company. 

John C. Davidson aviation depart- 
ment, has been elected assistant secre- 
tary for North America and Indemnity 
Company. 

William J. Schiff, assistant secretary, 
was promoted to secretary-fidelity, In- 
demnity Company. William A. Watson, 
assistant secretary, was elected to sec- 
retary-administration, Indemnity Com- 
pany. 

Joseph E. Johnson, assistant manager 
of the New York office, elected assistant 
secretary, Indemity Company. E. Ross 
Hopkins, Jr., Detroit service office man- 
ager, was elected assistant-secretary, In- 
demnity € ompany. 

The board of Life Insurance Company 
of North America promoted Richard S. 
Cox, Jr. director of agencies, to vice 
president. James W. Ferriman, claim 
and loss department, was elected assist- 
ant secretary for the company. 

G. Ernest Thomas and Robert Lee 
Pope, both of the sales department of the 
life company, were elected superintend- 
ents of agencies. 


Reelect Meares Chairman 
Ins. Sec. Board of Trade 


Keystone 


CHARLES W. V. MEARES 


The Insurance Section of the New 
York Board of Trade held its 20th an- 
nual meeting this week at the Drug and 
Chemical Club. Charles W. V. Meares, 
vice president, New York Life, was re- 
elected chairman of the executive com- 
mittee and W. R. Ehrmanntraut, vice 
president, American Surety; Alexander 
Heid, president, John A. Eckert & Co. 
and Rankin Martin, resident vice pres- 
ident, Standard Accident were reelected 
vice chairmen. 

The following members of the execu- 
tive committee were reelected: John 
Adams, Adams & Porter; George F. 
Avery, United States Fidelity & Guar- 
anty; William Bernhard, General Acci- 
dent, Fire and Life; Thomas A. Dwyer, 
Manhattan Life; W. R. Ehrmanntraut, 
American Surety; Edward W. Ellison, 
Aetna Casualty & Surety; Benjamin 
Gates, Hartford Fire Group; Harry J. 
Landen, Springfield Fire & Marine; Wil- 
liam R. McBean, Appleton & Cox, Inc.; 
Carl E. McDowell, Board of Underwrit- 
ers of New York; George P. McGrath, 
The Travelers; Albert Morrison, Conti- 
nental Assurance; W. C. Simpson, Royal- 
Globe Group; Walter C. Smith, Marsh 
& McLellan, Inc. 

New members to the executive com- 


mittee are: Warren Gaffney, Surety 
Association of America; George Insel- 
man, Marine Office of America ; Francis 





Daddy, where do 


headaches 


come from? 


The bulk of them these days, from cer- 
tain lines with exceptionally difficult 
markets. Headaches are inevitable in 
business of course, but why ask for 


them? 


Even within tight markets it’s quite pos- 
sible to obtain through the Jaffe office 
all the insurance many of your clients 
need — provided they’re risks and not 
out-and-out gambles with loaded dice. 
Select your clients and the headaches 
will lessen. 


Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation, Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 





JAFFE AGENCY, 
Insurance Underwriters 
55 John Street, New York 38, N. Y. BArclay 7 
Members. N.Y.C.. Insurance 


INC. 


8900 
Nugents Assn In 








THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





SS FIFTH AVE., NEW YORK 











H. Low, Home Life of New York ani 
John C. Weghorn, John C. Weghor 
Agency. 


NEW AFIA PUBLICATION 








“AFIA World” Aims to Stimulate Con. 
munications With Producers in U. §, 
and Throughout the World 


The American Foreign Insurance As. 
sociation has issued a new and attractive 
publication called the “APIA World’ 
with the inital issue featuring mankind 
under different roofs, and AFIA jn 
South America. Helmut Kimpel, public 
relations manager, is editor. 

For some time the association has been 
aware of the relatively strong share in 
the production of income by its overseas 
producers in 74 countries of the free 
world. The purpose of “AFIA World’ 
is to stimulate communications with 
these producers for mutual benefits. As 
niany of them are not too well versed 
in English, the new magazine has pub- 
lished some of the material also in Span- 
ish and French, with one or the other 
of these languages spoken by approxi- 
mately 90% of almost 5,000 producers 
for AFTA. 

Furthermore, the editorial program is 
designed to be of common human in- 
terest, as well as to tie-in with the edu- 


cational and promotional material. With 
a circulation of over 25,000 copies 
throughout 74 countries, with many 


readers here in the United States, the 
magazine aims to interest many persons 
in the potential American foreign insur- 
ance has to offer income-wise agents 
and brokers in the United States. 





U. S. Court Upholds 
Agents in California 


A Federal District Court in California 
this week denied a motion of seven cas- 
ualty insurance companies to dismiss a 
boycott, coercion and intimidation com- 
plaint brought by the California League 
of Insurance Producers. The court held 
the agents’ complaint legal and it is ex- 
pected that the issue of facts will be 
tried in a few months, assuming a settle- 
ment of the controversy is not made in 
the near future. Up to now court action 
has been on jurisdiction and other pro- 
cedural matters, but now the way ap- 
pears clear for a trial on merits. 





Home Boosts Dividend 


The directors of The Home Insurance 
Company at a regular meeting held | 
cember 14 declared a dividend of 55¢ 
share payable February 1, 1960 to stock- 
holders of record January 4. The divi- 
dends declared by the company in previ- 
ous quarters of the year were at the 
rate of 50¢ a share. This is the 212th 
consecutive dividend paid by The Home 
to its stockholders. 





GAB Changes in East 


Ernest G. Dunlap has been appointed 
field examiner, automobile divisicn, 0 
General Adjustment Bureau, succeeding 
Ralph D. Granger, who was appointe 
manager, automobile division. Mr. Dut- 
lap will assume the same duties and ter 
ritory which Mr. ‘Granger previously 
covered, and will be domiciled at the 
Wilkes Barre, Pa. office. 
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NCE Stange is Retiring 
Rip |} From National Board 

SLEVIN PACIFIC _ DEPT. HEAD 

Stange Served NBFU 39 Years; in 

Charge at San. Francisco Since 1945; 

Slevin in Los Angeles 

Rudolph C. Stange, assistant general 

manager of the National Board of Fire 

Underwriters since 1945, will retire on 

December 31 after 39 years of service 

with the National Board, Lewis A. Vin- 

RK [Fcent, NBFU general manager, announced 
eee week. Mr. Stange has been in 
charge of the National Board’s San 
— Francisco office since 1945. 
TK ani w. Victor Slevin, administrative as- 
eghiorn 
N 
» Com. 
Ae 
ce As- 
ractive 
/ orld, 
inkind 
[A in 
public 
s been 
ire in 
erseas 
free 
orld” 
with 
s. As 
ersed 
pub- 
Span- 
other 
TOXi- 
ucers 
m is 
ik W. VICTOR SELVIN 
ae sistant of the National Board, has been 
aa named manager of the Pacific depart- 
the | ment effective January 1. 
©} Aregistered professional engi M 
oie registered professional engineer, Mr. 
sur. | Stange has been a leader in fire preven- 
ents | ton work. Besides serving the National 
~~ Board he has long been active in the 
National Fire Protection Association and 
is chairman of its committee on piers 
and wharves. He is also a member of 
the Pacific Coast Fire Chiefs Associa- 
3 tion. 
nla Stange Career 
rma A native of Orange, Mass., and a grad- 
“as- F uate of Worcester Polytechnic Institute, 
Sa} Mr. Stange began his career with the 
m- — National Board in 1920. Prior to going 
gue} to San Francisco, he was engaged in 
eld municipal survey work and ailied engi- 
€x- f neering and fire prevention activities, 
be operating at various times out of New 
tle- F York and Chicago as well as San Fran- 
. F cisco, and working in all but five states. 
1on Mr. Stange served during World War 
ro’ f II on loan to the Navy Department’s 
4P- F Bureau of Yards and Docks in 1940. He 
went to Washington where he served as 
advisory fire protection engineer in both 
the Navy and the U. S. Coast Guard 
Headquarters. 

Shortly before Pearl Harbor he was 
ce fF engaged in solving fire protection prob- 
le- F lems of naval shore establishments for 
a the Navy and was later transferred to 
k- F the U. S. Coast Guard as consultant to 
fie the Port Security Division at Coast 
1 § Guard Headquarters. In addition to his 
he fire prevention connections, Mr. Stange 
th is also a member of the Seismological 
Ie Society of America; Society of American 

Military Engineers, and the San Fran- 
cisco Commercial Club. 
Slevin Now in Los Angeles 

Mr. Slevin at present is in Los Angeles 
d Where he supervised the opening of a 
! temporary field office in that city on 
g | November 2 to survey loss adjustment 
d Practices in that area. He has served 
- J the National Board both as a member of 
= the adjustments and arson departments. 
y Mr. Slevin, who was_ born in Des 
e Moines, Towa, received his early educa- 








Approved List of Non-Admitted Cos. 
Sought from New York Insurance Dept. 


Establishment of an approved list of 
non-admitted companies as a guide for 
excess-surplus underwriting was called 
for in a letter to New York Insurance 
Superintendent, Thomas Thacher made 
public, December 14, by the Greater 
New York Insurance Brokers’ Associa- 
tion. 

Behind the request is an apprehensive- 
ness about the markets being used for a 
growing number of New York policy- 
holders forced to rely on non-admitted 
carriers for risks not acceptable to 
domestic companies, according to the 
chairman of the excess lines committee, 
Joseph J. Klepper, and Matthew Napear, 
the acting chairman who forwarded the 
letter to the Superintendent. 

“In our letter to the Superintendent,” 
they revealed, “we pointed specifically 
to the failure of the British Commer- 
cial of London now in the process of 
liquidation. However, during recent dis- 
cussions by the board of directors of our 
association, the possibility of additonal 
failures was pointed up sharply. 

“It may also be assumed that with the 
tightening of British markets and the 
need for more capacity,” they continued, 
“companies with no financial standing 
at all are finding their way into the 
American excess-surplus_ risk field.” 


Illinois and Mass. Have Such Lists 


Illinois and Massachusetts already have 
created lists of this type as a protection 
for their citizens, their letter to Su- 
perintendent Thacher noted. Other safe- 
guards which the brokers’ board of 
directors instructed the excess lines com- 


mittee to suggest to the Superintendent 
relate to the cover note: The letter to 
Superintendent Thacher listed these five 
suggestions : 

“Every cover note should show, 1. 
companies on the risk; 2. the percentage 
cf the risk assumed by each carrier; 
designation for service of suit; 4. ade- 
quate description of the perils and cov- 
erage assumed; 5. reference to so-called 
standard policies should indicate whose 
standard policy is meant.” 

The brokers’ letter also urged that the 
Superintendent release for further dis- 
cussion and consideration the set of 
principles adopted by the industry com- 
mittee which met nearly a year to devise 
suitable regulations for excess-surplus 
operations. The committee completed its 
work just as the previous administration 
was leaving office and there has been no 
apparent action by the present Insurance 
Department administration on the indus- 
try committee’s report. 

Still under study by the Greater New 
York Insurance Brokers’ board of direc- 
tors, according to the joint statement, are 
possible steps which might be taken to 
minimize the financial loss to New York 
and other American policyholders and 
creditors because of the British Commer- 
cial failure. Under consideration is a 
possible appeal to British agencies to 
make good on any deficits of the defunct 
carrier. A second channel being studied 
is a request to the New York Department 
to take appropriate court action which 
might attach reachable assets of the 
3ritish Commercial on behalf of New 
York policyholders and creditors. 


IAC to Meet in June 
At Key Biscayne-Miami 
The Insurance Advertising Conference 
announces that it will hold its 1960 an- 
nual meeting June 19-22 at the Key Bis- 
cayne Hotel and Villas, Key-Biscayne- 
Miami, Fla. 





National Broker’s Assn. 
Governing Group Meets 


The regular monthly meeting of the 
governing committee of the National 
Association of Insurance Brokers was 
held last week in New York, with a num- 
ber of former members attending as 
guests. Chairman Holmes of the product 
research committee reported that his 
committee had forwarded the associa- 
tion’s recommendations to the Multi- 
Peril Insurance Conference in connection 
with revision of the Commercial Prop- 
eray Floater. The MPIC committee was 
scheduled to meet Thursday to consider 
these recommendations. The recom- 
mendations were the result of sugges- 
tions from member associations through- 
out the country, sustaining members and 
members of the product research com- 
mittee. 

The following were unanimously 
elected sustaining members: Bowersox 
Insurance Agency Co.; Marshall F. 
Mueller; and Richard M. Vosburgh and 
Harry O. Vosburgh—all of St. Louis. 

President Ladd reported that the Na- 
tional Association of Casualty and Surety 
Agents and the National Association of 
Surety Bond Producers had accepted the 
invitation to join with the NAIB to dis- 
cuss formation of a joint national pro- 
ducers council. The National Associa- 


(Continued on Page 21) 





ATLAS AGENCY TO MOVE 

Atlas Agency, Inc., general insurance 
broker, has leased one-half of the third 
floor in the recently modernized 12- 
story and penthouse office building at 
80 William Street through Charles L. 
Goldenberg and Ira Koerner of Brown, 
Harris, Stevens, Inc. broker. The 
agency, which for many years has been 
located at 76 William Street, will take 
occupancy of its new air-conditioned of- 
fice space upon completion of alterations. 


COLO. FIRE RATES CUT 

Colorado Insurance Commiss‘oner Sam 
N. Beery has announced that fire insur- 
ance rates on all Colorado public bui'd- 
ings, churches and private and public 
educational institutions have been cut 
from 25 to 35%. The cuts are effective 
for all new policies sold or old policies 
renewed after December 1. 








tion at Dowling College, Des Moines, 
in 1938-40 and Drake University, Des 
Moines, 1941-43, where ‘he attended the 
College of Law. While attending Drake 
University, he was appointed a special 
agent for the Federal Bureau of In 
vestigation. 

The FBI assigned him to duties as a 
special agent in Washington, and later 
at the bureau offices in Atlanta anc 
Savannah. In 1944 he joined the U. S 
Army, where he was assigned to duty 
with the Counter-Intelligence Corps. In 
1946 he rejoined the FBI and was reas- 
signed to Washington, D. C. During 
this period he attended George Wash 
ington University Law School. 

Mr. Slevin joined the arson departmen’ 
of the National Board in San Francisco 
in 1950 where he served until transfer to 
the adjustments department in New VY 
in 1956. Since then he has heen workin 
directly under the supervision of B P 7 
Carden, general adjuster 

In addition to his work in the odiust 
ments department where he participated 
in the operation of catastrophe sup°r 
visory offices and field survev offices h 
was engaged in special management °s 
signments for the general manager. H 
returned to the West Coast last month 
to open the National Board’s temporary 
field survey office in Los Angeles. 


National Assn. of Mutual Agents 
Names Standing Committee Chairmen 


Sixteen leading mutual agents from 
various parts of the country were re- 
cently named to head standing commit- 
tees with the National Association of 
Mutual Insurance Agents by President 
John Keyser of Kalamazoo, Michigan. 
With 8,000 members in its 33 state and 
national associations, President Keyser 
chose committee members from all as- 
sociations to make up the 76 mutual 
agents that will do the spade work for 
NAMIA’s 1960 program. 

Earl A. Lamb of New York City heads 
the company-agents committee, liaison 
body which has set the pace for 
NAMIA’s company-agents’ cooperation 
project. Mr. Lamb is a past president 
of the association, a past president of 
the New York Association and the presi- 
dent of the Heffner Agency in down- 
town New York. 

Henry D. Bean of Haddonfield, N. J., 
an immediate past president, was chosen 
to direct a study of the problem of vol- 


untary insurance for youthful drivers. To 
continue emphasis on membership ex- 
pansion, Joseph L. Norton, Charlotte, 
N. C., past president of the Carolinas 
Association, is named membership chair- 
man. 

Past President Benjamin G. Sager of 


‘Cleveland continues as chairman of the 


errors and omissions insurance commit- 
tee and in addition heads the legislative 
program. 

T. Craig Watson of Gastonia, N. C., 
past president of the Carolinas Aue 
tion, is chairman of the agents’ con- 
tracts committee, a carrv-over from last 
vear, expected to complete an advisory 
tyne contract in the coming months. 

The national affairs committee has 
Hugh H. Murray, Jr. of Raleigh, N. C., 


past NAMIA president and past presi- 
dent of the American Institute of Prop- 
ah and Casualty Underwriters, as its 
head. 

NAMIA’s fire and accident prevention 
contest in 1960 will be under the direc- 
tion of William Newman of Bethesda, 
Md.; Harry A. Kinney of Bell Aire, 
Texas, past president of the Texas As- 
sociation, will chairman the anti-coer- 
cion committee; Roy R. Allsopp of 
Waynesboro, Pa., the qualification laws 
committee; E. F. High of Columbus, 
Ohio (also a NAMIA past president), 
the resolutions committee; C. M. Boteler 
of Washington, D. C., a NAMIA past 
president, the by-laws committee, and 
Harry E. Uhler, the current treasurer, 
will serve as chairman of the finance and 
hudeet committee. 

R. H. Kine of Raleigh. N. C., will con- 
tinte direction of a committee to study 
1 notional group life, A. & H. and hos- 
sitalzation program, while George R. 
McKiever. the current first vice nresi- 
dent, is chairman of the convention sites 
committee. 

Meetines for the vouthful drive com- 
mittee and three company-agent sub- 
committees are scheduled during the 
week of January 18. 





PETER G. ENSER DIES 
Peter G Enser, 76, retired insurance 
arent of Buffalo, N. Y.. died December 
3 He was a partner in Enser & Claus 
Tne for about 30 vears before disposing 
of his interest to his partner, Emil T. 
Claus, in 1955. 





D. A. WEINSTEIN DIES 
David Aaron Weinstvin, 61, for many 
vears associated with the Ivy-Kirkpat- 
tick Insurance Co.. died unexpectedly at 
Me a in Lynchburg, Va., on Decem- 
er EI. 
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‘Kidder, Peabody & Co. “Bullish” on 


Outlook for Insurance Securities 


Peabody & Co., one of the 
leading investment houses with offices in 


New York, Chic Los Phila 


i 
deiphia, .Boston numerous ot] 


Kidder, 


ago, \ngeles, 


and ler 


cities, is bullish on fire-casualty insur- 
study of nine 


figures issued by leading 


ance stocks, following a 


months’ insur- 


ers. Expense ratios are being reduced 


and underwriting results improved this 
States Kidder, & Co. in 
securities: 


year. Peabody 


a new insurance 

“The major agency stock fire-casualty 
insurance companies appear to be well 
on ‘the way towards profitable insurance 


analysis of 


operations after more than three years 
of red figures: Fiftv major company 
groups—which write over 5% of all stock 


volume—reported an 
their underwriting 
second and third 


company 
aggregate 
operations in both 
quarters of 1959. 

“Although this year’s first quarter was 


premium 
pr ofit in 
the 


poor, reflecting the coldest winter na- 
tionwide in over a half century, there 
appears to be a good chance—assuming 
no catastrophic losses in the fourth 
quarter—that these companies will re 
port profitable ‘underwriting experience 
for the full. year of 1959, the first year 
since 1955 that black figures will have 
been reported. Of the fifty companies, 
all but seven reflect improved operations 





$33 Billion in Premiums 
Are Foreseen for 1960 


Insurance premiums will be “in excess 
of $33 billion” in 1960, predicts T. J. \ 
Cullen, veteran editor of “The Specta- 


tor,” Chilton’s monthly insurance maga- 
zine, Of that amount, $14.5 billion will 
be in life insurance premiums, and $18.5 


billion in fire, casus uty, and health insur- 
ance premiums. In the December issue 
of “The Spectator,” Mr. Cullen also pre 
dicts that the assets held by all insur 
ance companies will reach $150 billion 
in 1960. Life insurance companies will 
own over $120 billion of that amount, he 
estimates. 


Adcock Printing Supt. of 
Hartford Fire Group 


Adcock to 
printing, supply and 
purchasing at the Hartford Fire Insur- 
ance Company Group is announced. Mr. 
Adcock succeeds Osmond W. Snow who 
is resigning and will live in Florida. 

Andrew H. Halloran succeeds Mr. Ad- 
supervisor of the home office 
printing plant and will be assisted by 
Robert J. Dacey. Rocco R. Sansone will 
head the copy and duplicating unit, a post 
formerly held by Mr. Dacey. 

Mr. Adcock, a Hartford native, at- 
tended Hartford schools and Hillyer Col- 


Promotion of Ralph G. 


super intendent of 


cock as 


lege. He joined Hartford Fire 30 years 
ago. A past secretary of the’ Hartford 
Group Men’s Club, he also is a member 
of the awards committee of the Printing 


Industry Association of Connecticut and 
Western Massachusetts and is active in 
fraternal] organizations 

Mr. Halloran has been with the com 


pany since 1949. He was born in North 
Haven. For many years before joining 
Hartford. Fire hr was associated with 
the W. H. Lee Printing Corp.,.in Orange, 
Conn. 


Mr. Dacey, who served with the Army 
during the Korean Conflict, joined Hart 


ford Fire in 1954. Mr. Sansone, employed 
with the Hartford Fire for five years, is 
an Army veteran of two years’ service 


R. W. THROCKMORTON DIES 

Robert W. Throckmorton, 54, presi- 
dent of R. W. Throckmorton Insurance 
and Real Estate Co., died in Richmond, 
Va., December 10. 


for the first “ing months of 1959 versus 
the comparable year-ago period. 

“Most major fwed of business appear 
to have shared in the general betterment 
in results although, in practically all 
cases, automobile experience continues to 
be a major problem. While improving 
to some extent, this line remains well in 
the red for most companies. However, 
as the many premium rate increases 
granted in the various states over the 
last few years become more fully effec- 
tive, further underwriting improvement 
may be expected. 

Lower Expenses 


“Of particular note is the fact that the 
expense ratios of the companies have 
continued the downward trend which be- 
gan in 1957. This has been brought 
about both by the continued develop- 
ment of streamlined methods of opera- 
tion—particularly in the field of elec- 
tronic machinery—and, most important, 
by reductions in agents’ commissions, 
particularly in the automobile lines 
While further expense reductions will 
be necessary before a complete answer 
to the competitive problems of the stock 
agency companies can be found, the in- 
dustry’s experiments in the field of low- 
expense policies appear to be bearing 
some frui 

= lel underwriting 
and a continued increase in 
volume, bringing about ‘higher invest- 
ment income for most companies, sug- 
gests 1960 as the year for a substantial 
number of dividend increases. During 
1959, eighteen of the companies an- 
nounced higher dividends to their stock- 
holders; however, it appears safe to as- 
sume that a substantially greater num- 
ber will increase payouts to shareholders 
next year. 


experience 
premium 


Bargain Market Prices 
“Although insurance stock prices have 
Strengthened recently, reflecting the im- 
proving earnings pattern that appears 
to be developing, the shares continue to 
sell at gtieors prices historically and in 
relation to other areas of the stock mar- 


ket. As indicated herein, the insurance 
stocks presently are selling 14% below 
their 1959 highs, 13% above their lowest 
prices this year, and are available at 
prices 8% lower than were reached in 
1955. Standard and Poor’s Index of 500 
stocks presently stands 3% below the 
1959 high, 11% above the low this year 


and 27% above the 1955 high.” 
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PRITCHARD AND BAIRD 
REINSURANCE 
and 


Intermediaries 


Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WoOrth 4-1981 








National Independent 
Statistical Service 


National Independent 
Statistical Service is announced. The 
new organization 1s an Illinois not-for- 
profit corporation formed to gather and 
compile statistics for all forms of fire 
and casualty insurance except workmen’s 
compensation. At a meeting of members 
of the Midwestern Independent Statis- 
tical Service, it was voted to merge with 
the new organization. 

National Independent Statistical Serv- 
ice will provide a service for independent 
insurers who wish to avail themselves 
of a national statistical service for both 
casualty and fire lines. It will be com- 
petal independent and not connected 
with any particular group of companies 
having special interests of a trade or 
political nature. Its membership now 
comprises almost 200 stock, mutual and 
reciprocal multiple line and specialty 
type companies writing on either an 
agency or direct writer basis. It will 
function as a strictly technical statistical 
organization concerned only with the 
statistics and preparation of reports 
which are required by statutes to be filed 
with the various insurance departments. 

President of Midwestern Independen: 
Statistical Service is William P. Cooling, 
who is president of Indiana Insurance 
Company. He, like the other officers 
of Midwestern, will continue to serve in 
the same capacity in the new organiza- 
tion, 

The new organization will use the 
Midwestern simplified statistical plan for 
automobile, general liability other than 
auto, burglary and robbery, and 


Formation of 


glass 





Chartered 1848 
LeRoy, Ohio 


fidelity and surety. The National Boar 
statistical plans will be used for the var. 
ous fire and allied lines. It is expecte) 
that the National Independent Statistic; 
Service will be licensed in a majority ¢ 
the states before the end of 1959, 7h, 
new organization will serve the statistic: 
and advisory needs of independent jp. 
surers and will be managed by S. Ale. 
ander Bell who was manager of Mit. 
western since its organization. Office 
of the organization will continue to } 
located at 10 South LaSalle Street, Chi. 
cago. 





Pick Judges for 1959 


Fire Prevention Contest 
A representative group of U. S. ani 
Canadian fire safety experts will serve 
as judges for the National Fire Proter. 
tion Association’s 1959 Fire Preventio: 
Contest, it is announced by Percy Bug. 
bee, general manager of the organiza 
tion. More than 1,500 contest entrie: 
have been received at contest head 
quarters this month, from cities, indus 
trial firms, military units and_ govern. 
mental bodies in both the United States 
and Canada. The competition, now in its 
32nd _ year, emphasizes year-round fir 
prevention activities. 
The board which 
ning entries include: 
William D. Buck, president, Interna- 
tional Association of Fire Fighters 
Washington, D. C.; Allen L. Cobb, direc- 
tor of industrial safety, Eastman Kodak 
Company, Rochester, N. Y.; Chief Ed 
ward F. Deignan, second vice president, 
International Associ: ition of 
Elizabeth, N. J.; A. Leslie Ham, 
counsel, Canadian Underwriters’ 
ciation, Montreal, Quebec; Lester A 
Harvey, president New Hampshire In- 
surance Co., 
R. A. W. Switzer, Assistant Dominion 
Fire Commissioner, Ottawa, Ontario. 
Announcement of the results is sched 
uled to be made about mid-January. 


will select the win 


chiei 


PHOENIX SPECIAL AT JACKSON 

Raymond IE, Manchester, special agent 
for The Phoenix of Hartford Insurance 
Companies, has been transferred from 
the company’s Shreveport, La., office t 
Jackson, Miss. Mr. Manchester, a vet- 
eran of the United States Army, joined 
the company following his graduation 
from Bryant College in 1956. After com- 
pleting the home office multiple line field 
training school, he was transferred te 
the New Orleans office. 


OREGON CPCU ELECTS 

Jack W. Self was elected president 
of Oregon Chapter Chartered Property 
and Casualty Underwriters. Other of 
ficers include Edward W. Ramsden, vice 
president and Will Brenton, secretary- 
treasurer. Named on the board of direc 
tors are Stanley P. Duyck, Wm. H. Lilly, 
Paul H. MacCaskill and Charles R. 
Rathbun. 
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NORTH AMERICA CHANGES 


New England Service and Field Office 
Organization Consolidated; Paine 
Fire Mer. at Boston 
Insurance Company of North America 
Companies will consolidate its New Eng- 
land service and field office organization 
to give expanded service to area agents. 
These changes will become effective Jan- 
vary 1. To serve western Massachu- 
setts and Connecticut agents, INA is 
opening a new service office at 80 Farm- 
ington Avenue, Hartford. It will take 
over service office functions which were 
formerly performed at INA’s New Eng- 
land service office in Springfield. The 

latter will become a field office. 

Indemnity agents in the same area, 
formerly reporting their business through 
the Boston service office, will report to 
Hartford. The Hartford office will also 
take over field office operations that 
have been handled at 412 Asylum Ave- 
nue, Hartford. 

From January 1, New England agents 
will have their fire, marine and casualty 
business serviced from a single source, 
the Boston service office. This repre- 
sents no change in casualty and marine 
procedures but means a transfer of fire 
from Springfield. Processing office func- 
tions will continue to be carried out at 
Springfield. 

In Boston, Tohn G. Paine becomes fire 
manager, joining John Dwinell, casualty 
manager, and Donald Warren, marine 
manager. James E. Hitchcock, presently 
fire manager of the New England serv- 
ice office, will serve in an advisory ca- 
pacity until the retires in April, 1960. 

Managers in the new Hartford office 
will be George Alspach, fire and marine: 
Leonard Cummings, indemnity, and 
Harry T. Brown, life. 


State Farm Progress in 


Decentralized Management 

Half of State Farm Insurance Com- 
panies’ 16 regional offices will be operat- 
ing under the firms’ system of decen- 
tralized management January 1 when 
the Southern office at Birmingham, 
Ala., comes under the plan. 

Charles H. Payne, presently Alabama 
state director, will head the Southern 
office as regional vice president, it is an- 
nounced by Edward B. Rust, president 
of State Farm Mutual. Assisting Mr. 
Payne as deputy regional vice presidents 
will be William D. Sanders, Mississippi- 
Louisiana state director, and Cecil F. 
Adam, currently deputy regional vice- 
president at State Farm’s South Central 
office at Murfreesboro, Tenn. 

Vincent D. Fehringer, now resident 
vice president of the Southern office, will 
move to Murfreesboro as deputy regional 
vice president. 

State Farm’s newest regional office, 
East Central, now being completed at 
Newark, Ohio, will open under the plan 
December 30. 

The management decentralization pro- 
gram involves combining agency and 
operational authority at the regional 
level. Agency matters have been han- 
dled by state offices, with policy writing, 
billing, and claims administered by the 
regional offices. Also included in the 
Prograin is the establishment of State 
Farm Life and Fire and Casualty Com- 
pany units in the decentralized offices. 





ROYER SPECIAL AT PHILA. 

The New Hampshire Insurance Group 
amnounces appointment of John R. 
Royer, Jr., as special agent in the Phila- 
delphia branch office, where he will as- 
sist State Agent Ronald E. Grace. He 
succeeds Special Agent Richard T. Bjorn 
who has been transferred to the Port- 
land, Me., branch. 


FRANK V. FODELL RETIRES 

Frank V. Fodell has retired as general 
adjuster in western Pennsylvania for the 
General Adjustment Bureau. He joined 
GAB in 1931 at Pittsburgh and in 1945 
Was appointed manager at that city. Ten 
years later he became general adjuster. 





Salesmen? 





When Safety Sells 


Men of the Royal-Globe loss prevention and 
engineering department 
respond gladly to agents’ 
requests for speakers on safety for 
youth, church, civic and industrial groups. 
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many ways — client service 
and public relations; to secure 
such aid, call your Royal-Globe 


loss prevention engineer. 


Another example why 
agents consider Royal-Globe 


“TOPS IN EVERY SERVICE” 


ROYAL aa GLO 


INSURANCE GROUP new York 38, New York 


ROYAL INSURANCE COMPANY, LTD. + THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. + ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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FULL DEDUCTIBLES FILED 
Nationwide Rate Cuts Up to 35% for 
Deductibles, Including Fire; Not on 
Losses of Over $500 

Rate reductions up to 35% are now 
possible on Nationwide Insurance’s two 
most widely marketed - fire insurance 
policies. A company spokesman said an 
optional “full deductible” plan which 
provides for a 20% rate decrease is being 
used in rate schedules for the company’s 
Homeowners’ “A” and “B” policies. 

In addition, the Ohio Insurance De 
partment has approved a flat 10 to 15% 
decrease in the basic premiums of both 
policies. Coupled with the full deductible 
plan, this rate decrease could bring the 
cost of Nationwide’s new fire and ex 
tended coverage contracts down more 
than a third. 

The new plan allows a $50 deductible 
on every peril in the policies—including 
fire and lightning. An added feature is 
that the $50 deductible “disappears” if the 
loss exceeds $500; that is, the company 
pays full indemnity for a loss of $500 o1 
more, 

The basic premium reduction and the 
deductible plan have both been approved 
in Indiana, as well as Ohio. Applications 
are now pending in 10 other states 


America Fore Names 


Murphy Assistant Supt. 

The America Fore companies of the 
America Fore Loyalty Group have ap 
pointed E. J. Murphy assistant superin 
tendent of the Canadian automobile de 
partment at Montreal. Mr. Murphy has 
been with America Fore since 1948 and 
served in automobile underwriting posi 
tions in Chicago and Des Moines before 
transferring to the Canadian department 
in September of this year where he as 
sumed special duties in the automobile 
department. 

Mr. Murphy received his B.A. degree 
in 1948 from Loyola University in his 
native Chicago, During World War II 
he served with the OS.S. in China, 
Burma and India. 


P 

N. C. Rate Hearing Held 

Insurance Commissioner Charles F 
Gold held hearings at Raleigh, N. C., on 
December 11 on three proposals by the 
North Carolina Fire Rating Bureau. 
They were: a new formula for deter 
mining rates on fire policies, a $50 de 
ductible for policies insuring home ap 
pliances against lightning damage, and, 
a minimum annual premium of $15 in 
stead of the present $8 

This provision drew opposition from a 
spokesman for the agents because it 
allows companies to keep a minimum of 
$10 of the premium when the policies are 
cancelled by the insured. 

Mr. Gold’s decisions in the proposals 
will be reached at a later date 


- ROCHESTER FIRE CODE 

Rochester, N. Y., industries and com- 
mercial establishments may save thou- 
sands of dollars a year on insurance 
costs if a proposed city fire prevention 
code is enacted into law. Administration 
officials hope to present the new code 
for City Council approval before Janu 
ary 1. The code, on which Deputy Cor- 
poration Counsel Raymond Schwartz 
has been working for nearly half a year, 
is regarded by Public Safety Commis- 
sioner Kenneth C. Townson as the key 
to lower insurance rates. 


PITTMAN IS PROMOTED 

The America Fore companies of the 
America Fore Loyalty Group have named 
Donell D, Pittman superintendent of the 
Southern personnel department at At- 
lanta. He has been with America Fore 
since 1952 and was previously a 
agent in the Alabama field. Born in 
Waycross, Ga., Mr. Pittman received his 
B.B.A. degree from the University of 
Georgia in 1951. 
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Lukens, Savage & Washburn Plan 
Merger With Paul Rosenbaum Firm 


Lukens, Savage & Washburn, Phil- 
adelphia and New York insurance bro- 
kerage and consulting firm, will merge 
its employe benefits and estate planning 
facilities with those of Paul Rosenbaum 
& Associates, Inc., Philadelphia, to form 
Lukens, Savage, Washburn & Rosen- 
baum, Inc. The merger will become ef- 
fective January 1. Both firms will con- 
tinue to do business from their present 


locations until February 1, when_ they 
the Public 


will consolidate offices in 
Ledger Building, Independence Square, 
Philadelphia. 


In announcing the merger, Wyllys 
Terry, Jr., president of the new corpora- 
tion, said: “The same personnel of each 
firm will continue to serve their clients, 
but will have the additional backing of 
the other firm’s personnel. We believe 
that the combination of the manpower 
and experience of the two organizations 
will be of advantage to clients of both 
Lukens, Savage & Washburn and Paul 
Rosenbaum and Associates.” Mr. Terry 
has been a partner in Lukens, Savage 
& Washburn since 1950. 

Clients of both firms include business 
and non-profit organizations, including 
municipalities primarily in Pennsylvania 
and New York, but also in Chicago, Del- 
aware, New Jersey and other states. 

Lukens, Savage & Washburn has been 
established for 35 years, and will con- 
tinue as a partnership to operate its gen- 
eral insurance brokerage and consulting 
business. Paul Rosenbaum has_ been 
serving as a professional consultant in 
the fields of employe benefit plans and 
estate planning for 18 years. 


Officers of New Corporation 


In addition to Mr. Terry, officers and 
directors of the new corporation will be 
Paul Rosenbaum, Philadelphia, vice pres- 
ident; A. Raymond Johnson, Philadel- 
phia, vice president, manager of Lukens, 

_ Savage & Washburn’s employe benefit 
department since 1944; W. Beaumont 
Whitney, II, Chestnut Hill, Pa., treas- 
urer, partner in Lukens, Savage & 
Washburn since 1935, and Angelo M. 
D’Allessandro, Haddonfield, N. J., sec- 
retary, an associate of Paul Rosenbaum. 

Other directors will include Louis M. 
Washburn, Mt. Airy, Pa., partner in 
Lukens, Savage & Washburn since its 





Warner, Hand Agencies of 
Endicott, N. Y., Merge 


Two insurance agencies of Endicott, 
N. Y., have merged forming a new cor- 
poration with $250,000 stock capitaliza- 
tion. They are the Warner Bros. Agency 
and the Arthur C. Hand Agency. 

Effective January 1, the new corpora- 
tion will be known as Warner, Hand & 
Co., Inc. The officers will be: President, 
Dorr W. Warner; vice president, Mr. 
Hand; secretary, Ralph J. Warner, and 
treasurer, A. Richard Hand. 

Dorr W. Warner says the merger will 
make the new agency the largest in 
Endicott. The Warners are sons of the 
late David C. Warner, a founder and 
president of Endicott Trust Co. for many 
years. 


organization; Samuel W. Pray, Villi- 
nova, Pa., partner in the same firm since 
1954, and Samuel R. Rosenbaum, Phil- 
adelphia attorney. 

In the field of employe benefit plans, 
Lukens, Savage, Washburn & Rosen- 
baum, Inc., will offer consulting services 
in connection wih pension and _ profit- 
sharing retirement plans; executive de- 
ferred compensation plans; all forms of 
group and executive coverages—including 
life, disability, salary continuance, hos- 
pitalization, surgical, and major medical 
plans and special plans such as thrift, 
equity, variable annuity, and stock option 
plans. It works closely with the client’s 
attorneys in these areas. 

In cooperation with attorneys, trust 
companies and individual trustees, the 
new corporation’s estate mlanning fa- 
cilities will include an enlarged scope 
of consulting services for the conserva- 
tion of estate and business interests. 





STATEN ISLAND AGENTS MEET 





Richmond County Group Hears Behm 
On Selling Accident and Health 
Covers and Metcalf Law 

Members of the Richmond County As- 
sociation of Insurance Agents met, De- 
cember 11, at the Tavern-On-The-Green, 
New Dorp, Staten Island. The speaker 
was Warren R. Behm, underwriting 
manager of the accident & health depart- 
ment of the American Casualty. 

Mr. Behm stated that there are three 
reasons for agents to increase their ac- 
cident and thealth sales, desire to in- 
crease income, the booster assist the 
agents get from the Metcalf Law and the 
threat of Forand type legislation. 

Mr. Behm pointed out many advan- 
tages to accident and health sales: higher 
commissions than are general in cas- 
ualty lines; excellent loss ratio if the 
business is properly screened; excellent 
sales literature which enables the agent 
to have information easily at his finger- 
tips without cumbersome manuals. The 
companies also are providing a variety 
of accident and health, hospital, sur- 
gical and medical and special coverages, 
even including the very old and very 
young. More people know about and are 
buying accident and health insurance 
than ever before, he said. 

The Metcalf Law which exists in the 
State of New York is an added assist in 
selling accident and health insurance, he 
continued, because it provides such priv- 
ileges as allowing the public to have a 
10 day look at the insurance before buy- 
ing, it requires companies to give 30 
days notice of non-renewal and cancel- 
lation is limited to the first 90 days on 
policies which do provide for cancella- 
tion. The Metcalf Law covers the under- 
writing activities of the insurance com- 
panies writing accident and health insur- 
ance closely. 

The final reason brought out by Mr. 
Behm is the threat of the Forand type 
legislation. This bill is designed to help 
finance the health care costs of the aged. 
This would mean an increase in the 
present Social Security taxes which 


NAIA AD CAMPAIGN FOR 1960 





Features of Magazine, TV and Special 
Look Magazine Ad, and Bonus For- 
mula Cited by Agents’ Assn. 

With 1960 only three weeks away the 
National Association of Insurance Agents 
again summarizes the national advertis- 
ing program for which over $1,000,000 is 
being raised and which aims to stress to 
the public the quality services of inde- 
pendent local agents. 

For magazines the campaign calls for 
an ad a month for 12 months in Life, 
Look and Newsweek. Four of these ad- 
vertisements—in Life magazine—will be 
endorsements of the independent agent 
by well-known personalities like screen 
actor William Holden, news analyst H. 
V. Kaltenborn, baseball star Stan Musial, 
and financial editor Donald I. Rogers. 
Three ads in Life will be in the “When 
you Really Need a Friend” series. There 
will be a series of four ads in Newsweek 
magazine on the subject of commercial 
insurance. Total estimated circulation: 
13,800,000. 

Television, 183 TV Stations across the 

country; news, sports and weather pro- 
grams (5, 10 or 15 minutes each) on eve- 
ning time. Total estimated weekly tele- 
vision audience: 22,000,000 people. 
_ Special regional agents advertisement 
in Look magazine. Under a separate 
regional agents advertising program, a 
special three-page advertisement will ap- 
pear in Look magazine in the fall of 
1960. Each member of the association 
who subscribes to the program and this 
Look project will be listed in this special 
issue. His name, address and town will 
appear under his state listing in one of 
the 13 regional editions of Look. A spe- 
cial merchandising program will be pre- 
pared to enable each subscribing agent 
to take advantage of the advertisement 
at the local level. Funds for this re- 
gional agents advertising program will 
be handled separately from the national 
advertising program. 

The foundation of the 1960 advertising 
program will be a schedule of 12 maga- 
zine advertisements in Life, Newsweek 
and Look, scheduled so that one maga- 
zine advertisement appears every month 
of the year starting in March, 1960 and 
continuing into March, 1961, 

Every state reaching 70% of its basic 
minimum goal will receive 13 weeks of 
TV_ programs. Every state reaching 
100% of its goal will receive 26 weeks 
of TV programs, or 13 weeks of tele- 
vision, plus newspaper or outdoor adver- 
tising. Every state reaching more than 
100% of its goal will receive additional 
TV programs, or equivalent amount of 
newspaper or outdoor advertising in the 
state. 





Haarmann Re-elected Pres. 


General Brokers’ Assn. 


At the annual meeting of the General 
Insurance Broker’s Association of New 
York, Inc., Cornelius W. Haarmann, Tr. 
was re-elected president for 1960. Other 
officers elected are as follows: first vice 
president, Max Kurz; second vice pres- 
ident, C. M. Dorfman; third vice pres- 
ident, Jos. Carlin; fourth vice president, 
M. D. Cowan; fifth vice president, Fay 
Sterenbuch ; secretary, Joseph F. Con- 
roy; assistant secretary, R. M. Fergu- 
son, Jr.: treasurer, Chas. Sorkin. 

In addition, the following were elected 
members of the executive committee: 
Andy H. Boardman, Harold Fleischer. 
Nat Greenbaum, Len Jacobs. Arthur 
Milton, Abe Prusoff, Past presidents of 
the association are also members of the 
executive committee. Installation of the 
officers will be held on Thursday, Feb- 
ruary 11. 





would, in the opinion of the insurance 
industry, ‘be substantial. Further, the 
bill would not reach millions of persons 
not covered by Social Security and 
would, therefore not be in the public 
interest, he argued. 

Thomas R. Walsh, president, presided. 
ane next meeting will be held January 
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N. J. WOMEN’S XMAS PARTY 


The annual Christmas party of the 
Insurance Women of New Jersey was 
held on December 17 at the Seven 
Forty-Four Club, 744 Broad Street, New- 
ark, The members of the Trinity Ca- 
thedral Choir entertained with Christmas 
carols. Some of the members of the 
choir are from the Newark Foster Home. 
The Insurance Women presented the 
a Foster Home with gifts for each 
child. 





VIRGINIA AGENCY’S MERGE 


The Petersburg Insurance Company, 
Inc., has purchased the Woody & Wright 
Insurance Agency of Petersburg, Va. 
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How the Root and Boyd, Inc., agency of 
Waterbury, Conn., succeeds in selling busi- 
ness interruption insurance _has been fea- 
twred in a recent issue of The Messenger, 
publication of the Aetna Insurance Co. of 
Hartford. In featuring BJ. protection as 
a major coverage The Messenger states as 
| follows: Sn nn 
“There is no point in being in business 
| if you do not protect what you’re in busi- 


‘ness for.” Thus, do producers of ‘Root 


and Boyd, Inc. impress customers and 
prospects with the importance of busi- 
ness interruption insurance. This sales 
argument means, of course, that the com- 
mercial client is in business to earn an 
income, and the insuring of that income 
is as important as the insuring of build- 
ings, machinery, raw material, or finished 
stock. These items, after all, are only 
a means to the all important end of mak- 


ing a profit. 


The Root and Boyd agency does not 
business interruption as a 
fringe or extra coverage. Rather, they 
say, possible loss of interruption of earn- 


ings is one of the four major areas of 


insurance for any business. These areas 


are: 
1. Third party (liability) exposures. 
2. Criminal loss. 
3. Physical damage to property. 
4. Loss of earnings. 


Has Wide Sale of B.I. Coverage 
By giving business interruption insur- 


ance a top spot in the list of recommended 
coverages, this leading New England 


agency has sold the coverage to some 


)% of its eligible clients. Personal sales- 
manship is, of course, the secret of suc- 
cess, and Root and Boyd uses a number 
of clinchers in selling the customer. One 
device points up the small size of the 
premium in relation to the protection re- 
ceived (the annual cost is compared with 
the daily loss of gross earnings a business 
man would suffer in event of loss caused 
by fire or other peril). The sales talk 
goes something like this: 

“Mr. Jones, we have determined that 
your annual gross earnings amount to 
$365,000 a year, or $1,000 a day. The pre- 
mium for business interruption insurance 
on those earnings, based on a 60% con- 


| Business Interruption Insurance 


Featured by Root & Boyd, Waterbury 


tribution clause, amounts to $850. Do you 
realize that if an insured peril forced 
you to shut down your business for just 
one day, you would have that premium 
back, and then some ?” 

The agency also emphasizes the low 
cost of business interruption insurance 
in relation to other insurance premiums. 
Being a percentage of the building rate, 
the business interruption cost per $100 
is, of course, less than the rate for insur- 
ance on stock, furniture and fixtures, 
and machinery. Since business interrup- 
tion insurance has been shown to be 
more important than insurance on con- 
tents, the B.I. premium becomes a real 
bargain. 

Losses Dramatize Need 


Losses which have occurred in the 
Waterbury area have served to dramatize 
the need for business interruption insur- 
ance and make the need more real to 
merchants and manufacturers. One such 
loss occurred to a client of the agency, 
stationery store. Because of a fire in an 
adjoining building, it was feared the wall 
of the store would collapse, and the client 
was forced to shut down for five days. 
Needless to say, this client was grateful 
to the agency and the Aetna for the loss 
that was paid. 

In another case, a fire in a basement 
storage area caused an air conditioning 
system in a woman’s dress shop to pick 
up the smoke, spreading soot over the 
entire stock of dresses in the shop. The 
business had to close for a week and the 
owners were reimbursed $35,000 for the 
business interruption loss. 

Local losses of this nature are better 
evidence of the importance of business 
interruption insurance than losses occur- 
ring miles away. In fact, Root and Boyd 
tell prospects to call up the people who 
have had an insured business interruption 
loss. “While they rarely ever do this,” 
a principal of the agency said, “it serves 
to make our statements more convinc- 
ing.” 

By stressing business interruption in- 
surance, Root and Boyd not only have 
built premium volume, they have pro- 
tected their clients against a major loss 
potential and have maintained their repu- 


Oswego N. Y. Fire Rates Raised 


Kenneth O. Smith, general manager of 
the New York Fire Insurance Rating 
Organization, announces that fire insur- 
ance rates were being increased in nearly 
all classes of property in the City of 
Oswego, N. Y. Notice of the rate in- 
creases, effective December 15, was de- 
livered to all Oswego City insurance 
agents that morning. 

City authorities were advised of the 
nature and reasons for the rate increases 
by J. E. Blowers, assistant manager of 
the rating organization, at a conference 
held in the mayor’s office in Oswego. Mr. 
Blowers gave as the principal reasons 
for the rate increases “serious deficien- 
cies in apparatus, manpower and train- 
ing of the fire department and lack of 
an adequate fire prevention program.” 

These fire prevention and protection 
deficiencies plus recommendations for 
their improvement were given to city 
authorities in 1956. They were contained 
in a report based on a complete inspec- 
tion of fire defenses by engineers of 
the National Board of Fire Underwrit- 
ers. Mr. Blowers pointed out that 
NYFIRO had made every effort to 
encourage needed improvements through 
a series of conferences and correspond- 
ence with municipal officials extending 
over the past three years. He stated, 
“Tt is with reluctance that we make these 
rate increases., A recent reinspection by 
National Board of Fire Underwriters’ 
engineers shows that although there has 
been a commendable improvement in 
water supply there has been no notable 
improvement in overall fire defenses. 
The fire department, in fact, grades 
somewhat poorer than it did three years 
ago.” 

For fire insurance rating purposes the 
Classification of Oswego is changed from 
Class A to Class B. This will increase 
rates on all private one to four-family 
dwellings and outbuildings. In addition, 
the city “key rate’ is being increased 
from the present rate of 27 cents to 30 





tation as professional insurance coun- 
selors. Their example is good for the 
established agency, but even better for 
the young producer who wants to grow. 








Brokers Meet 


(Continued from Page 17) 


tion of Insurance Agents is to consider 
the matter at their executive committee 
meeting on January 21-23. 

The governing committee on January 
21 will carefully go over specific recom- 
mendations to be made to the NAIC sub- 
committee to review fire and casualty 
rating laws and regulations. The com- 
mittee received reports on return com- 
mission agreements from a number of 
member associations concerning install- 
ment premium plans. It was the con- 
sensus of the committee that such agree- 
ments are local in character and that an 
agreement should not be attempted on a 
national basis. 


Van Brocklin Picks INA 


Agents for Disneyland 
Norm Van Brocklin, Philadelphia 
Eagles quarterback ace, made a touch- 
down for Insurance Company of North 
America December 14. He selected the 
names of 50 insurance agents who, with 
their families, will go to Disneyland, 
Calif, in January to participate in INA’s 
Third Conference on Family Happiness 
and Security. 
The 50 families were selected from 
among thousands of independent local 
msurance agents throughout the United 
tates who participated in INA’s recent 
amily security program. The names 
Were drawn from column-like bins built 
'0 support a replica of the “Monorail” 
in Disneyland, 
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cents. This will affect most classes of 
commercial and industrial properties. 
Certain classes of properties will not be 
generally affected by these changes, not- 
ably buildings with automatic sprinkler 
systems and so rated, and institutional 
buildings such as public buildings, hos- 
pitals and schools. The increase in rates 
for dwelling buildings and contents will 
amount to two cents per hundred dollars 
of insurance for one year. 








is ripe to boost your volume by 
giving your clients what they 
want: credit. And CAP—The 
Fund’s flexible new Credit Ac- 
count Plans—is the answer! 


Your insureds can use TIME to 
spread out premium payments. 
It means they can have proper 
protection without big lump- 
sum premiums. 


CAP Agreements, simple to 
prepare, save TIME for you, 
and with CAP you can virtually 
forget about accounting and 
collection chores. 


Take TIME to review the CAP 
Kit with your fieldman from 
The Fund. Capitalize on CAP! 
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INA Employe Relations Program 
Aided by Use of Effective Posters 


An employes relation poster program ts 
aiding substantially in building a sound per- 
sonnel policy for the Insurance Company 
of North America Companies, ‘H. Paul 
Abbott, pe rsonnel secre tary, told the Insur- 
ance Advertising ba pape at its recent 
meeting in New York City. He cited suc- 
cessful use of hat are essentially adver- 
tising technique s m the poster program to 
aid modernization of personnel relations. 
In his presentation of the change from 
prior methods of dealing with personnel 
to the new approach Mr. Abbott stated 1 


part 
Part I 


At least in one area, the old order has 
changed slowly in the field of property 
and casualty companies, and that has 
been in the modernization of personnel 
development programs to meet the needs 
of progressive companies in today’s man 
power market. This has been true 
at INA. 

Several years ago at INA, we were 
faced with one of those continuing man- 
agement problems which personnel de 
partments are asked toc pe with. Over 
simplified, it was the matter of rules and 
regulations. In order to maintain g cg = 
employe productivity, it is periodical H. PAUL ABBOTT 
necessary to reemphasize matters of of- 
fice discipline, matters that are accepted ployment agencies, the president signed 


as a part of the unwritten contract that the letter. The 1935 version read in part 
every employe accepts as an article of 1935 Set of Rules 
employment. 

For many years, the problem was aired 1. Unless engaged on company busi- 
at INA early in the new year. For a_ ness requiring his presence outside of 
number of sory a sharp memo was sent the office, department head is supposed 
to department heads, observing that cer- to be at his desk by 9 o’clock. 
tain regulations needed to be reinforced. 2. Time sheet is to be under the de- 
Back in 1935, before personnel depart partment head’s careful supervision both 
ments were anything more than record- in the morning and at lunch time. All 
keeping units or company-sponsored em- late arrivals should be noted by name, 
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and a statement of the amount of time the signature line reading: “These ate 


lost. the Kind of People who Provide Ingy;. 
3. Sheet should be signed each day. ance by North America.” 
4. All excuses for lateness by name, Accentuate the Positive 
and the reason for the lateness, should What led re 
go to Mr. Burnham. lat_ was neec ed was to accentuay 
the positive A new approach was sug. 


5. No employe is supposed to leave the 
ges > 
building for personal reasons during the 8° ted: improve employe relations to. 
ward the end of increased produc tivity 


" i approval of the depart- 
doe the apt I develop people’s pride in their work 
Clerks must not leave desks before Essentially, we needed to take an affirm. 
closing ie at 450. aig and positive approach to the prob. 
; ; . “¢ em 
7 a3 . s notice if 
7. Department head should notice We knew that employe morale wa 


excessive time is spent away from desks ‘ aioe Soe : 
in conversation, loitering, smoking, or nt  o en ges when given ; 
for any other reason not connected with 808, Tesponded with genuine  enth. 

siasm. We also knew that such pro. 


the business 
grams as sales campaign 
8. Employ. es must not leave the floor Ful Se Swe i me e pig SUCCESS. 
c « « Ne] 
without authority of department head. ee : . _ Positive 
affirmative support and directions oy 
1958 Version people received through advertising anj 
In 1958, when the problem was brought sales promotional material. 
up again, on its January anniversary As a result, the following recomment. 
date, the automatic reaction was to write ations were made to the senior officer 
another memo. Here’s 1958’s version: of the company who had asked for , 


Periodically it becomes necessary tO program of increased productivity and 
bring to the attention of our employes to the manpower committee chargej 
the need_ for more careful observance with direction of a sound personnel de. 
of our office rules. Most employes know velopment program: 


these rules but as time goes on they be- R z 
; - commenda 
come less and less attentive to them. ecommend tons 
1. A plan for the achievement 6 


All employes in your department 
should be reminded of the importance 
of the following: 

1. It is imperative that all employes be formulated by the Personnel Devel. 
observe the starting and quitting times sas Department. 
as established for their department. 2. Such a plan should be presented ¢ 
With reference to quitting, it has been the senior officers of the companies, if 
noticed that there is an increasing ten- approved, the plan should be explained 
dency for employes to prepare them- to and understood by all officers of the 

: companies. 


selves for departure (desk clearing, 

washing up and putting on coats and 3. The plan should be implemented by 

hats, etc.) anywhere from 15 to 20 min- the public relations and advertising de. 
partment to the extent that the com. 


utes prior to actual closing time. This 
constitutes a serious loss of valuable munications techniques of this depart- 
ment be utilized in carrying out the 


production time. 
2. The lunch period assignments must specific details of the program to be 
be strictly adhered to. Employes should initiated. 
not leave their departments before their 4. The plan should have a_well-or- 
scheduled time since they will not be ad- 8anized, specific time schedule, with a 
mitted to the cafeteria. — clear establishment of starting date, 
3. Employes are not permitted to St vted intervals when aspects of the plan 
leave the building or visit other depart- Te to be featured to all emploves, and 
ments during working hours except for duration of the campaign. Each aspect 
the conduct of company business and of the program should be presented to 
with permission of their supervisor or all INA employes at the same time: 
department head. there should be complete unity of pur- 
4. Food or drink is not to be brought  PO9S¢, time, and action. 
as Visual material of a high human- 


into the building. 
interest content should be employed in 


better employe relations toward the enj 
of attaining greater productivity should 


5. Company telephones are to be used 
only for business purposes and may be the ‘epee ae tay of the various aspects 
used for personal calls only in emer- of the program to employes. 

6. The extension of the lunch period Specifically, we were recommending a 
on pay days for cashing of checks must program of publicizing effective employe 


gencies. Use of Posters 
not exceed 15 minutes beyond the regular relations in an affirmative manner 


40 minutes allowed for lunch. through the use of posters. 

The annual negatives were not doing The posters would feature  photo- 
the job, of course. Everyone was being graphs of INA employes and a brief, 
tarred with the same brush. This de- firm but affirmative legend to emphasize 


spite the fact that the subject matter of | such aspects of good employe relations 
the letters involved sound policy. There as promptness in arriving at work, a full 
must be fair rules and they must be ob-  day’s work for a full day’s pay, employe 
served by all. What to do? benefits of INA people, career oppor- 

INA’s personnel department conferred tunities at INA. The theme of the poster 
with members of our public relations which would illustrate the right, the 
and advertising department, and it was good, the affirmative, that was charac- 


decided to apply some of the principles teristic of the great majority of INA 
of advertising to the program of per- people would be the theme of the ad- 
sonnel relations. The key to the solu-§ vertisement: “These are the Kind of 


tion was found in an advertisement People who Provide Insurance by North 
published just one month before. This America.” 

advertisement portrayed INA President Most important, the program was to 
John Diemand with three employes, with be coordinated with the work of our 
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== 
supervisors. Supervisors would be given 
instructions as to how they should util- 
ize the posters in regular meetings with 
the employes under their supervision. 

On the first day of each new aspect of 
the program, the supervisors would 
gather their people together to discuss 
the subject of the new poster that was 
displayed on that day. The supervisor 
would have received a reduction copy 
of the poster with an attached super- 
yisory bulletin which suggested how he 
or she should discuss the subject. 

This would serve several purposes: 

1, It would make the supervisor sched- 
le regular meetings with his people for 
the purpose of two-way communications. 
In other words, it would make the super- 
visor supervise ! 

2. It would provide the supervisor 
with additional tools for doing his regular 
job more effectively—his job of directing 
a productive work team. 

3. It would give him an opportunity to 
congratulate his people on work well 
done. 

4. In effect, it would keep the door 
open for supervisor-employe relations. 

Now, the “open door” would be truly 
open, and individual meeting between 
employe and supervisor would be readily 
scheduled—either when she had_ prob- 
lems or When he wished to speak to her 
individually on her job performance. 

After a go-ahead by senior manage- 
ment, the working details of the program 
were examined. refined, and approved 
by the manpower committee. This com- 
mittee is the key to the company’s new 
directions in employe relations and per- 
sonnel development. Composed of eight 
officers who are the vice presidents of 
the major operating divisions of our com- 
panies, the manpower committee exists 
mainly for the purpose of developing 
and maintaining a uniform personne] pol- 
icy for our diversified company. Under 
the committee’s guidance, the personnel 
development department implements a 
program whose purpose is to provide the 
greatest possible incentives for the career 
growth of all INA employes. 

The principle that underlines our per- 
sonnel policy is a very simple one; main- 
tain an atmosphere which will encourage 
each employe who wants to improve his 
work and his status to do so, since the 
success of the entire organization is 
totally dependent upon the quality of 
work performed by its people. 

The basic tenets of this policy are: 
concern for the dignity of the individual, 
progressive salary program, promotion 
from within, opportunity based on sta- 
bility. 

The manpower committee gave full ap- 
proval to the program. The next step 
was to prepare the first series of posters 
so that final approval and understanding 
of the program was achieved before it 
was put into effect. 

There were four important 
be taken in this process: 

1. Final approval and full support of 
program by top management. 

2. Understanding of program by all 
officers. 

3. Presentation of program to all de- 
partment heads and field office managers. 
4. Explanation of program to super- 
visors. 

The idea was first conceived in Jan- 
wary. The first poster went up in June. 
We think it was well worth the time 
spent to be thorough in preparation, 
Presentation, and indoctrination concern- 
ing the program. 


Louis Hirsig Dies at 83 
Louis Hirsig, chairman of the board 
of directors of Hardware Mutuals & 
Sentry Life, died of cancer December 
Og his home in Madison, Wisc. He was 


steps to 


Since 1914, Mr. Hirsig had been a 
member of the Stevens Point insurance 
firms’ board, and was chairman for 22 
years. In addition to his insurance lead- 
ership he was chairman of the board of 
Wolff, Kubyl & Hirsig Co., Madison’s 
largest hardware store, he was director 
of Madison’s largest bank, operator of 
dairy farms, and leader of many civic 
titerprises. He held the world’s record 
of 46 years for weekly attendance at 
Rotary Club meetings. Surviving are 


1s wife and two married daughters. 


McNertney Advertising 
Supt. State Farm Mutual 


Dan McNertney has been named to 
the post of advertising superintendent 
at State Farm Mutual’s home office at 
Bloomington, Ill. He formerly was 
assistant superintendent. 

Lynn Woods, for seven years a dis- 
trict manager for State Farm at Salem, 


Ore., has been named agency director 


at the Northwest office at Salem. 

New appointments for State Farm Fire 
and Casualty at the east central office 
now under construction at Newark, Ohio, 
have been announced by Walter H. Ver- 
nier, executive vice president. Tom Mo- 
berly, service superintendent at the 
Springfield, Pa., mid-Atlantic office, will 
be acting regional fire manager; Jack 


Terndrup, assistant underwriting super- 
intendent at mid-Atlantic, will be acting 
underwriting superintendent; Paul De- 


Long, service superintendent at Mar- 
shall, Mich., will be acting loss superin- 
tendent, and George Scheid, correspond- 
ence supervisor at Marshall will be act- 
ing service superintendent. 

The new fire company unit will be set 
up on a staging basis at mid-Atlantic 
and will move to Newark about March 1, 
next year. Director of education and 
training at the east central office will be 
Joseph H. Johnston, presently a district 
manager at Indianapolis. 
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York Renamed President of Marine 
Institute and Board of Underwriters 


Miles F. York, president of Atlantic 
Mutual Insurance Company and Centen- 
nial Insurance Co., was elected president 
of the American Institute of Marine 
Underwriters to serve during 1960 at the 
annual meeting in New York. He was 
also elected president of the Board of 
Underwriters of New York. 

This will mark Mr. York’s second term 
as president of the institute and board; 
he served during 1959. 

Emil A. Kratovil, president of Car- 
pinter & Baker, was reelected first vice 
president of both corporations. 

The American Institute, founded 62 
years ago, is a trade association of 150 
companies writing ocean marine insur- 
ance in the United States. The same 
companies comprise the Board, which 
was founded in 1820, one of the oldest 
trade associations in the United States. 

Other officers elected included: second 
vice president, George Inselman, pres- 
ident of the Marine Office of America; 
and treasurer, Thomas M. Torrey, resi- 
dent vice president in New York for the 
Insurance Company of North America 
Companies. Carl E. McDowell was re- 
elected executive vice president of the 
American Institute and Board of Under- 
writers. 

Also elected were the following direc- 


December, 1962: 
Hartford Fire; G. 
The Fund JInsur- 


tors to serve until 
George S. Atkinson, 
Doane McCarthy, Jr., 


ance Companies; Owen E._ Barker, 
Appleton & Cox, Inc.; James E.R caries 
Union Marine & General; and Mr. 
Torrey. 


W. H. Curwen, Royal-Globe Insur- 
ance Group; and John C. Ulreich, Com- 
mercial Union-Ocean Group, were elected 
directors to serve until December, 1961. 

Mr. York, a Californian, was graduated 
from the University of California in 
1922. From 1922 to 1945 he was associated 
with the Fireman’s Fund. In 1945 he 
joined the Atlantic Companies as a vice 
president. He was elected executive 
vice president in 1951, and two years 
later was named Atlantic’s tenth pres- 
ident. 

Mr. Kratovil was graduated from Har- 
vard College in 1935, and in that year 
began his business career with Wm. H. 
McGee & Co., Inc. He joined the War 
Shipping Administration in 1942 and in 
1946, following three vears of service as 
a lieutenant in the U. S. Navy, he re- 
joined Wm. H. McGee and was named 
executive vice president and director. 
He resigned in 1952 to become executive 
vice president of Carpinter & Baker, and 
was elected president in 1953. 





NEW PIER THEFT RULES 


Waterfront Commission in New York 
Aims for Tighter Control of Watch- 
men, Better Loss Figures 
The Waterfront Commission in the 
New York harbor area this week re- 
vealed that stricter rules designed to re- 
duce theft losses on piers will go into 
effect on January 1. The New York- 
New Jersey agency said it considered of 
“first importance” regulations that would 
make available for the first time accu- 
rate statistics on theft and pilferage in 

the port. 

The commission said that “prompt and 
accurate reports” set up under the new 
rules would better enable it “to investi- 
gate losses, locate and recover stolen 
cargo, and will aid in the apprenhension 
of theives.” More rigorous phy sical and 
mental standards for the 2,218 port 
watchmen here will also “ethan effec- 
tive. as will a system of licensing watch- 
men’s supervisors and security officers. 
_ The regulations were adopted after 
four days of public hearings last month 
before the two waterfront commissioners, 
David C. Thompson of New ‘Jersey and 
James O'Malley Jr. of New York. 

During the hearings it was brought out 
that, based on incomplete reports. ship 
lines suffered cargo losses of $7.160.978 
here in 1957. Of this total, $788,540, or 
about a tenth, was attributed to theft. 
The other losses were said to have re- 





sulted from damage, “short” shipments, 
shrinkage and other factors. 
Once the new rules are in effect, 


port watchmen will have to carry their 
licenses when they are on duty and 
wear commission badges and an identi- 
fying cap. They will also be forbidden 
to drink intoxicating beverages, to sleep 
on duty or to leave their posts without 
permission. 

In addition the watchmen will have to 
keep a daily record, in a memorandum 
book to be furnished by the commis- 
sion of the days, hours and places of 


their tours of duty, of any thefts or at- 
tempted thefts of cargo or of any other 


unusual occurrence while they are on the 
job. The diaries are to be kept available 
for the commission at all times. Pier 
superintendents, who are to be notified 
daily of any unusual occurrences, will be 
required to report to the commission 
quarterly all thefts and other losses of 
cargo under suspicious circumstances. 


McHaffie President of 
Auto Underwriters Club 


At the annual meeting of the Automo- 
tive Underwriters Club of New York 
the following officers were elected: 

President, A. S. McHaffie, The Home; 
vice president, John L. Guggolz, Phoenix 
of London Group; secretary, Walter 
Brakstad, North British Group; treas- 
urer, John A. Grygo, Yorkshire of New 
York. 

The club, now in its 36th year, has 
long provided a common meeting ground 
for automobile underwriters to exchange 
information pertinent to their work. 


Foreign Reinsurance 


(Continued from Page 1) 
Business Economics and Bureau of For- 
eign Commerce collaborated in a survey 
for the first time of reinsurance transac- 
tions of U. S. insurance companies with 
insurers abroad. This survey has been 
repeated each year since then. Insurance 
companies throughout the United States, 
cooperating in this project, have been 
sending in reports each year summariz- 
ing these transactions. 

Sachs Comments on Figures 

“From the tabulation it appears that 
in 1958 net receipts by foreign countries 
on their reinsurance business with U. S. 
insurance companies amounted to $59.2 
million, U. S. insurance companies paid 
$241.8 million in premiums for reinsur- 
ance ceded to foreign reinsurers and re- 
covered from them $168.1 million in 
losses. The $73.7 million excess of pre- 
miums paid over losses recovered was 
offset by net receipts of $14.5 million re- 
ceived £4 the United States on reinsur- 
ance U. S. insurance companies accepted 
from foreign ceding insurers. U. S. in- 
surance comps inies received $54.5 million 
in premiums on reinsurance assumed 
from abroad and paid losses thereon of 
$40.0 million. 

“The $59.2 million net receipts by for- 
eign countries in 1958 on their reinsur- 
ance business with U. S. insurance com- 
panies represents an increase from the 
$48.8 million net receipts by foreign 
countries in 1957. 

“Since 1951 these annual surveys have 
generally shown increases in the amount 
of premiums ceded to foreign reinsurers. 
In 1951 premiums paid by U. S. ceding 
companies to foreign reinsurers were 








N. x; State Auto Assn. Opposes 


Proposed Regulations on Motorists 


The New York State Automobile As- 
sociation has taken a stand regarding 
Governor Nelson A. Rockefeller’s pro- 
posed crackdown legislation against 
motorists. The association tends to sup- 
port a more scientific means of reduc- 
ing traffic accidents. 

A resolution was adopted at a meeting 
of the board of directors of the AA 
which declared that the Rockefeller pro- 
posals were detrimental to the cause 
of safety and said that claims of their 
value in accident prevention are “dis- 
torted and spurious.” It charged that 
the state had failed to examine and 
apply modern techniques, mechanical 
and electronic, that are now available to 
increase highway safety. 

A copy of the resolution and a letter 
outlining the association’s opposition to 
the plan were forwarded to the Gover- 
nor by State AAA President Harry B. 
Crowley of Rochester. 

In the letter accompanying the resolu- 
tion Mr. Crowley said that for nearly a 
quarter of a century crackdowns “have 
been proven to be nothing more than 
hysterical efforts to satisfy critics of 
administration for not doing something 
about the continuing accident toll.” 

Mr. Crowley pointed out that “the 
real trouble with this approach is that 
it attempts to make human beings into 


the kinds of machines they were never 
intended to be. Emphasis on crack- 
down campaigns has reached the point 
where no good and, in all probability, 
considerable damage can be expected to 
result. We can, by research and laws, 
make fool-proof cars, roads, streets and 
highways. We can even take over the 
operation of vehicles before incompetent, 
irresponsible or inadequate operators 
cause accidents.” 

Mr. Crowley feels that as long as the 
state sees fit to fail to examine modern 
safety techniques and to apply them, 
the association will “vigorously” oppose 
the proposed campaign or any legisla- 
tion employing these methods. He said, 
“There exists no responsible survey or 
statistics which can show that there i isa 
need for such legislation requiring driv- 
ers to undergo physical and eve examina- 
tions because of age, time elapsed since 
the previous examination or accidents. 

“Studies now under wav will more 
scientifically establish the physical and 
emotional causes of accidents. When 
completed,” he said, “they should clearly 
point out steps to be taken to prevent 
accidents.” One study, at Teachers Col- 
lege, Columbia University, has already 
concluded that there is “no such thing 
as_a perfect driver . and that no 
driver, given enough cause. is immune 
to unsafe driving behavior.” 
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$147.2 million and losses recovered wer 
$106.8 million. 


“Of the $241.8 million of premiums paiif 


by U. S. ceding insurance companies in 
1958, British reinsurers received $205! 
million and Swiss reinsurers received 
$20.4 million. 
postwar years, pr emiums ceded to Britis) 
reinsurance accounted for about 80 per 
cent of the total. 
Reinsurance Assumed Growing 


“The amount of reinsurance assume! 


from abroad by U. S. insurance compa- 
nies although much smaller in ameut 
than that ceded abroad has nevertheles 
been growing since 1951. Net premiums 
of $54.5 million received by U. S. insur 
ance companies in 1958 on reinsurance 
they assumed from abroad were 3 time 
the premiums of $18.1 million receivei 
in 1951. 

“The Department’s concern is with the 
effect on the current balance of payments 
of these international reinsurance trans- 
actions and not with the type of consid: 
erations which are taken into account by 
insurance companies when competing 
their underwriting results. Therefore, 
these reinsurance surveys are not it 
tended as a measurement of the net profit 
or loss of international reinsurance op- 
erations in any given year as measured 
by insurance companies, but rather a 
an attempt to measure the actual move- 
ment of funds from and to the United 
States in connection with reinsurance. 

“Finally, because of the accounting 
framework with which the entire balance 
of payments is connected, the accumul- 
tion of required reserve funds in the 
United States by foreign non- admitted 
companies, even ‘though not in their en- 
tirety at the disposal of foreign countries, 
is considered to be an accumulation 0! 
foreign-owned dollar assets in the United 
States. For balance of payments pur- 
poses, therefore, the excess of premiums 
ceded over losses recovered is regarded 
as essentially a cash transfer to foreign 
countries since the accumulating cas 
balance in the United States are regarded 
as foreign funds.” 


Hull Forms Distributed 


The American Hull Insurance Syndi- 
cate has distributed the following forms 
which have now been reprinted to i 
porate the September 8 F. C. & S. a 
Inchmaree Clauses: American insta 
Time (hulls) December 1, 1959, and 
American Institute Time (increased value 
including excess liabilities) December ! 

Also distributed are the followimg 
forms which ee only the Sep- 
tember 8 F. & S. Clause: Americal 
Institute Tine ‘(excess liabilities) (hulls) 
December 1, and American Institute 
Builders Risk Form December 1. 

These forms are used on risks at 
taching on and after December 1, 1 





Thus in 1958 as in earlie} 
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Housing Construction 
Will Decrease in ’60 


WILLIAM F. FRAKES PREDICTS 





Bureau of Contract Information Official 
Cites Labor Factor: Hundley Elected 
President at Annual Meeting 





Earlier forecasts of another consecu- 
tive increase in total construction for 
1959 appear to be on their way to becom- 
ing a reality despite a considerable drop 
in housing, William F. Frakes, general 
manager of the Bureau of Contract In- 





Matar 


EDWIN G. HUNDLEY 


formation, Inc., reported at its annual 
meeting December 9 in New York. 

As for predictions for 1960, it is ap- 
parent that it is more difficult than in 
the past few years to judge the total 
dollar value of construction, said Mr. 
Frakes. “There have been contradictory 


WILLIAM F. FRAKES 


evaluations ranging from a small per- 
centage decrease to a slight increase 
Over 1959. There appears to be general 
agreement that housing, which consti- 
tutes the largest single segment of con- 
Struction will further decrease next year 
due to the tightness of mortgage funds 
and high interest rates. 








“Several factors must be taken inte 
consideration when estimating 1960 con- 
struction volume,” Mr. Frakes said. 
“The labor situation is the major one 
that must be reckoned with. There is 
some pessimism regarding the possibility 
of a rail strike early next year, but as- 
suming that there will be no resumption 
of the steel strike, total construction 
volume in 1960 will at least equal and 
possibly exceed that of 1959, with any 
increase or decrease depending greatly 
on housing for which there is much 
demand.” 

Highway construction in 1960 is ex- 
pected to hold its own with a possibility 
of a slight decrease due to the failure 
of Congress to provide sufficient funds 
for the Interstate Highway Trust Fund, 
Mr. Frakes stated in his report. “On 
the other hand, industrial and commer- 
cial awards are expected to increase at 
least sufficiently to overcome any de- 
crease in highway construction. 

“With the settlement of the steel 
strike, the backlog created by postponed 
projects will start coming off the draw- 
ing boards for award in increased num- 
bers. This backlog is one of the key 
factors making for a higher volume in 
this section of construction. In addition, 
there will be an increase in hospital, 
school, public utility, and sewer and 
water construction.” 

One other hopeful item to spur total 
construction, Mr. Frakes added, is the 
multi-billion dollar public works bill 
passed by Congress this year over the 
President’s veto. “The value to be placed 
on this work, however, is problematical 
until it is known how many starts will 


(Continued on Page 28) 


On Ohio Farmers, Superior 
Risk, Board of Directors 


oR 





PAUL CLARKE 


Paul Clarke, assistant president of 
North American Van Lines, Inc., has 
been elected to the Board of Directors of 
Ohio Farmers Ins. Co. and Superior 
Risk Ins. Co., LeRoy, Ohio. The election 
by the companies’ board, was announced 
by 'President C. E. Curtis. Mr. Clarke 
will fill a vacancy created by the death 
of J. C. Hiestand, Sr. 

A native of Ohio, Mr. Clarke gradu- 
ated from Alleghany College with a B.A. 
degree in 1923 and from the law school 
of Western Reserve University with an 
LL.B. in 1926. ‘He practiced law in 
Cleveland from 1926 through 1953, doing 

(Continued on Page 28) 
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Are you getting 
your share 
of the profits? 


Public service has shown a steady growth over 
the 35 years it has been serving the public. This 
growth has come as a result of our support of the 
American Agency system, a liberal commission 
as well as an attractive dividend and deviation 
arrangement. Another factor has been the sound 
financial status of the company and its reputation 
for speedy and sufficient service. 
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Competition Opens 
For Top Insurance Ads 


146 MAJOR AWARDS OFFERED 





Insurance Advertising Conference Will 
Present “Oscars”, “Oscarettes” to Agents 
or Brokers Exhibiting Best Ad Programs 





The 8th Annual Awards Program for 
agents and brokers has been announced 
by the Insurance Advertising Conference 
at their mid-year meeting in New York 
City. 

The program is designed to afford 
recognition to agents and brokers for 
outstanding, imaginative, and effective 
use of advertising during 1959. The suc- 
cessful use of advertising, publicity, or 
public relations, regardless of the amount 
which was used to advance the objectives 
of an independent agent’s business, is 
the primary qualification for entering the 
competition. The program is open to 
any agent or broker in the United States 
or Canada who represents a stock, prop- 
erty, casualty, or surety company. 

A total of sixteen major awards will 
be offered. One IAC “Oscar,” and three 
“Oscarettes” will be awarded in each of 
the following premium income classes: 

Division 1—Under $50,000 annually; 

Division 2—$50,000 to $100,000 annu- 

ally; 

— 3—$100,000 to $250,000 annu- 

ally; 


Division 4—Over $250,000 annually. 
Awards Presented at 1960 Convention 


One Oscar in each division will be 
awarded to the agent or broker exhibit- 
ing the best advertising program for 
1959 regardless of media. Oscarettes will 
be presented in each division for the best 
use of advertising in the media of radio 
and/or television, direct mail, and news- 
papers, All awards will be presented at 
the annual convention of the Insurance 
Advertising Conference to be held in 
June, 1960. 

The panel of judges for this year’s 
competition include: John Rees Howell, 
advertising director of Fortune maga- 
zine; Ralph L. Polk, president of R. L. 
Polk Co.; Robert E. Kilgore, president, 
Gray & Kilgore, Inc.; Bruce R. Bryant, 
vice president and general manager, 
CBS television spot sales; Charles E. 
Kane, advertising director of Newsweek 
magazine; and Carl] S. Harris, executive 
art supervisor, Young & Rubican, Inc. 

All entries must be submitted to the 
chairman of the awards committee no 
later than April 1, 1960. Additional de- 
tails and assistance may be obtained 
from the chairman of the IAC awards 
committee; Robert H. Gott, 640 Temple 
Avenue, Detroit 32, Mich. 


ACCO Advances Grimm and 
Frey to Field Supervisors 


Two field supervisors have been added 
to the home office claim department staff 
of the American Casualty. 

George S. Grimm, formerly claim man- 
ager in ACCO’s Central Pennsylvania 
branch, and Oliver W. Frey, formerly 
assistant claim manager in the company’s 
Atlanta branch office, were named to 
the home office posts by Walter J. Dodd, 
assistant vice president and administra- 
tive officer of the department. 

At the same time, Mr. Dodd announced 
that Herbert L. Protheroe, claim man- 
ager in ACCO’s Milwaukee branch, has 
been transferred to Reading to replace 
Mr. Grimm. Mr. Prothroe is being suc- 
ceeded in the Milwaukee post by John 
R. Lyons, formerly a claim adjuster in 
the Detroit branch. 

Mr. Dodd also said three other claim 
posts filled recently were: William G. 
Conlin as claim manager in the Los An- 
geles branch; Robert Wilson as claim 
manager in the Charlotte branch; and 
William J. Kays as claim manager in the 
Greensboro service office. 

Mr. Grimm is a native of the Pitts- 
burgh area and a graduate of the Univer- 
sity of Pittsburgh. He joined ACCO as 
a resident adjuster for the Franklin, Pa., 
area, and subsequently became assistant 
claim manager in the Pittsburgh branch 

(Continued on Page 28) 
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State Capitals Report Recent 


Workmen’s Compensation Trends 


New developments with respect to work- 
men’s compensation legislation and admin- 
istration, industrial safety and related mat- 
ters, as reported from state capitals 
throughout the nation, include the follow- 
ing: 


NEW JERSEY: In a budget request 
for additional funds for expansion of its 
occupational thealth program, the New 
Jersey State Health Department’s divi- 
sion of environmental health said that 
about three-fourths of the working pop- 
ulation of the state is employed in small 
industrial plants, which do not have 
their own health programs. 

The division has spent considerable 
time overseeing health conditions in 
these plants. Its workload in this field 
increased 20% in 1957-58 and another 
20% in the last fiscal year. It wants to 
hire additional personnel. 


NEW YORK: What is callel 


“damag- 


ing changes” in recent months in ad- 
ministration of the New York state 
workmen’s compensation law was _ pro- 


tested by the state AFL-CIO. The group 
charged that policy changes, some al- 
ready in effect, would cause “severe loss 
and great hardships to injured workers.” 

Urging the State Workinen’s Com- 
pensation Board to rescind the directives 
responsible, the labor organization as- 
serted that some of the changes were, 
in effect, amendments to the law without 
action or approval of the state legislature 
or the governor. It was further urged 
that no opportunity had been given to 
interested parties to present their views. 
Changes cited by the group as ha ving 
brought protests from injured workmen 
included the following: 

(1) Instructions to referees to deny 
awards for facial disfigurements, for 
which awards ranging from $10 to $500 
had been made in the past. (2) Elimina- 
tion of “trivial claims.” The labor group 
said victims of minor injuries should 
have the same right to compensation as 
those who had suffered major injuries. 
(3) Development in recent months of an 
“anti-claimant attitude’ by the board 
and references with respect to accidental 
injuries that have aggravated a latent 
prior condition. o Downgrading in 
evaluating schedule losses and in evalu- 
ating head and back cases by board 
physicians. (5) Selection of the majority 
of physicians called in as impartial spe- 


cialists from among doctors who have 
insurance company connections. 
Also, (6) The Labor organization de- 


clared that changes alreadv in effect had 
resulted in wholesale rejection of certain 
claims “contrary to court rulings and 
even contrary to common law” (7) AIl- 
though acknowledging that some of the 
changes shad been recommended by 
Moreland Act commissioners, special ap- 
pointees of former Governors Dewey 
and Harriman, the labor group con- 
tended that they were, nevertheless, in 
violation of instructions to make savings 
“without in any way lowering the pro- 
tection now given to injured workmen.” 


Workmen Compensation Costs 
Increased 10% 


OHIO: Workmen’s compensation costs 
to the employers are expected to increase 
about 10% under the terms of a new 
Ohio law that went into effect November 
2. James L. Young, director of the State 
Bureau of Workmen’s Compensation, 
said premiums paid by employers would 
have to be adjusted to support the in- 
creased benefit schedule approved earlier 
by the state legislature. Ohio firms last 
year paid about $100 million in premiums 

Under the new law the increased 
amounts will be paid in cases where 
workers are hurt or killed after No- 
vember 2. Also benefiting are persons 
who are totally and permanently dis- 
abled and who have been receiving less 
than $40.25 in weekly benefits. 


New maximum payments for tem- 
porary, partial or permanent total dis- 
ability will be $49 instead of $40.25 
Minimum payments go from $14 to $25 
for temporary disabilities and from $25 
to $40.25 for others. Persons who are 
now getting less than $40.25 a week as 
permanently and totally disabled will 
receive new checks after January 22. 
They will not have to apply for the new 
amounts. These payments are to be 
from a special new fund kept separate 
from the regular workmen’s compensa- 
tion insurance fund. The $49 weekly 
maximum also applies for persons who 
lose arms or legs and as death benefits 
for dependents. 

Maximum total benefits for temporary 
disabilities will be $10,750 instead of 
$8,000. Maximum total benefits for par- 
tial disabilities are hiked from $7,500 to 
$10,000. 

The largest death benefit that can be 
paid to total dependents will be $15,000 
with $1,000 extra for each child under 
18 to a maximum of three. The top death 
benefit in these cases has been $12,000. 

The new law which extends coverage 
to elected officials and members of the 
Ohio militia when on active duty, will 
also allow for permanent partial loss of 
sight and for disfigurement; permit re- 
placing glasses, dentures and appliances 
damaged in accidents; increase funeral 
expenses allowed from $400 to $500; per- 
mit payments for loss of part of the big 
toe; add radiation sickness as an oc- 
cupational disease, and permit injured 
workers a free choice of doctors and 
hospitals. 

PENNSYLVANIA: A bill to increase 
maximum occupational disease benefits 
from $37.50 to $42.50 a week and liber- 
alize other provisions of the state work- 
men’s compensation laws was passed by 
the Pennsylvania Senate and sent to the 
House. 
New State Safety Code 


WEST VIRGINIA: A new 130-page 
state safety code for building construc- 
tion was filed with the West Virginia 
secretary of state’s office, to go into 
effect during November. The filing was 
made by State Labor Commissioner H. 
Richard Kennell under a law requiring 
his office to adopt codes promulgated by 
the American Standards Association and 
approved by the U. S. Department of 
Labor. 

Mr. Kennell accordingly adopted as 
the new state safety code the national 
standards relating to the construction of 
scaffolding, hoists and temporary floor- 
ing of buildings two or more stories in 
height in the course of erection. 

In another West Virginia develop- 
ment, a new statistical summary showed 
that the State Workmen’s Compensation 
Fund paid benefits and medical costs 
totaling $267,749,929 from its organiza- 
tion October 1, 1913, through last June 


The June 30 figure was increased to 
$341,652,278 by reserves needed to pay 
still outstanding claims. Tihe total, in 
turn, exceeded by $25,065,802 the fund’s 
premium income over the first 46 years 
of its existence. 

The office of Workmen’s Compensa- 
tion Commissioner (Charles N. Straughan 
explained that, in other words, for each 
dollar employers had contributed in pre- 
miums, the fund had paid—or will pay 
—$1,079 to disabled workers and to de- 
pendents. 





Zurich Appoints Henderson 

Mr. William L. Henderson has been 
appointed branch controller for the Dal- 
las branch office of Zurich-American. 
Mr. Henderson came to Zurich from the 
Ford Motor Co., where he had been a 
cost analyst since 1956, after his gradua- 
tion from the University of Tennessee. 


Michigan Surety Views 
Audit Optimistically 


DRAPER SAYS CO. IS SOLVENT 
Revealed at Insurance Commissioners’ 
Miami Meet That Blackford Advised 
State Against Cancellation of Coverages 


In a closed meeting of state commis 
sioners at the recent NAIC midyear 
meeting at Miami Beach, Michigan In- 
surance Commissioner Frank Blackford 
confirmed that he had advised the state 
of Michigan and its agencies against 
cancellation of any coverages carried 
with the Michigan Surety Co. 

Reportedly, Commissioner Blackford 
reviewed the chronological chain of 
events leading to an independent audit by 
Joseph Froggatt & Co. of the insurance 
firm. It is understood that Mr. Black- 
ford also stated that the three-man op- 
erating committee which is now respon- 
sible for the company’s affairs during 
the 45-day grace period granted by the 
Ingham County (Lansing, Mich.) circuit 
court was trying to rehabilitate the Mich- 
igan Surety. 

Four weeks ago the Michigan Com- 
missioner filed a receivership petition 
against the company. An indication that 
he has now reversed his opinion was re- 
vealed in a letter (Nov. 18) to James W. 
Miller, state controller of Michigan, in 
which he recommended that the state 
continue to do business with the surety 
company. Mr. Blackford’s letter to the 
controller read as follows: 


Letter to the State Controller 


“With reference to Michigan Surety, 
it is the recommendation of this office 
that there be no cancellation of insur- 
ance carried by the state of Michigan 
with that company. Further, under the 
underwriting standards adopted by the 
operating committee appointed by the 
court to manage the affairs of said com- 
pany, we feel that renewal of policies 
held by the state should be made and 
we see no reason to impose limitations 
on the part of the state to place addi- 


tional business with the company. The 
underwriting standards, prescribed by 
the operating committee, are designed 


to offer sufficient protection to the state 
to take such action.” 

Commenting on Commissioner Black- 
ford’s recent action, Walter E. Helmke. 
general counsel for Michigan Surety, 
said: “As a result of this letter, we are 
confident Mr. Blackford will use his 
good offices as Commissioner of Mich- 
igan to re-establish the faith and con- 
fidence in the Michigan Surety with all 
of the other state commissioners as he 
has in his home state.” 

Further reaction from the company 
came from a letter to company agents 
from G. W. Draper, executive vice pres- 


ident. He pointed out the following four 
facts which he said “cannot be chal- 
lenged 


“1, The right of Michigan Surety to 
do business in the state of Michigan has 
never been challenged, nor has the com- 
pany been stopped. 

“2. Michigan Surety’s obligations are 
current. 

“3. Michigan Surety is solvent. 

“4. Verv shortly the company will oub- 
lish a statement of financial condition, 
which is presently being prepared bv 
Toseph Froggatt & Co., certainly one of 
the finest names in the auditing arena 
so far as insurance companies are con- 
cerned.” 





Indiana Lumbermen’s 


Opens Albany Branch 


The Indiana Lumbermen’s Mutual 
has opened a new branch office in Al- 
bany to serve the New England States, 
New York and New Jersey. 

“We have come East to take advan- 
tage of the abundant opportunities 
prevalent i in the northeast section of the 
country,” says R. N. Hiatt, agency vice 
president. Previously the agents worked 
through the Indianapolis headquarters of 
the company. 


CITIES NO LONGER IMMUNE 


Municipalities Must Now be Responsih, 
for Negligent Acts; Says H. T. Helton 
of American Surety 

H. T. Helton, American Surety’s Chj. 
cago branch manager, told the recent ap. 
nual convention of the Illinois Municip, 
League at Springfield, that the idea ; 
city or town cannot be sued for its negli 
gent acts because it is an instrumentality 
of the state, is outmoded. 

“Municipalities today must be respon. 
sible for their negligent acts in the san 
manner as private business, and beyonj 
that point where specific statutes so de. 
cree,” he remarked. 

Mr. Helton who is president of the 
board of trustees of Munster, Ind. said 
the past 25 years have seen gradual 
changes in the doctrine of “soverdll 
immunity” which are overwhelmingly 
supported by court decisions. 

“Exemplifying these changes is today’ 
picture of the liability of municipalities 
to people who use the streets and side. 
walks. This makes it imperative that 
city and town officials assess all ex. 
posure to loss through negligence, a; 
well as damage to property, and arrange 
suitable protection.” 

The speaker cited a recent State Su. 
preme Court Case in which an Illinois 
city was convicted of negligence and 
paid a substantial sum when a woman 
injured herself after falling over a small 
raised section of sidewalk not particu. 


larly noticeable to other witnesses, 
“The woman had used the sidewalk 
twice a day for some seven years,” he 
said. “She had full knowledge of the 


so-called defect, hae in fact deliberately 
stepped on it the day she fell.” 

An often unrecognized liability that 
affects the homeowner as well as the 
municipality exists under the scaffolding 
act, Mr. Helton pointed out. “If the 
property owner has an independent con- 
tractor build a building, wash windows, 
put up or repair a sign or television an- 
tenna, or do anything that requires work 
above ground level, he can be _ held 
liable for injuries sustained by employes 
of the contractor.” 

As protection against such losses, Mr 
Helton recommended that property own- 
ers obtain a comprehensive liability pol- 
icy and also insist that the work done 
be covered by a contract holding the 
property owner harmless for any injury 
to anyone as a result of the independent 
contractor’s work. 





CAR INSURANCE FOR ANYONE? 


Public Responsibility, Fear of Gov‘. 
Interference, Prompts Alberta Cos. 
To Insure Poor Risks 
Automobile insurance companies in 
Alberta are losing money on the “bad 
actors” and they are going out of their 

way to do it. 

Under the Alberta automobile assigned 
risk plan almost any driver, despite his 
record of accidents and offences, can get 
car_insurance—for a price. 

“The plan is an agreement among all 
automobile insurance companies to ac- 
cept their fair share of the driver who 
can’t get insurance in the normal way, 
said E. W. Jefferd, of Edmonton, gen- 
eral manager of the plan. 

Supported by the All Canada Insur- 
ance ‘Federation, the plan has been in 
operation in Alberta for about ten years. 
About 4,000 drivers, 1% of Alberta's 
driving public are covered by the plan. 
The number covered on the assigned risk 
basis remains about static, although there 
was a slight increase last year. 

Asked why the industry makes an 
effort to insure poor risks at a cost to 
the industry, Mr. Jefferd replied: 

“The industry feels it has a certain 
responsibility to the public. Someone 
has to insure the marginal risks, espe 
cially as there is no legislation enabling 
the government to take ‘repeaters’ off 
the road.” 

‘Another reason, expressed by mort 
candid insurance men is the basic 
fear within the industry that if it did 
not insure the “normally uninsurable” 
there would be interference from the 
government, with government insurance 
a possible result. 
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mntinental Companies 
Stage Annual Toy Show 


IN 18th CONSECUTIVE YEAR 





housands of Christmas Toys for Needy 
Children Contributed by Employes; 
Theme is “Santa’s Ballet” 





For the 18th consecutive year employes 
of the Continental Companies staged 
‘heir annual Christmas toy show in the 
conference room of thé Continental home 
ofice building in Chicago, December 1-3. 
More than 5,000 home office employes 
and the 65 branch offices throughout the 
United States enthusiastically accepted 
this project which has collected well over 
7300 toys to be delivered to various 
orphanages throughout the Greater Chi- 


cago Area. 

Pe Se ; 
The theme of this year’s toy show, 
“Santa’s Ballet,’ was chosen by Peg 


Hinkamp, who for 18 years has led the 
Continental Employes in this project. 
Over 50 girls sewed during lunch hours 
and after work. Hundreds of other girls 
contributed yarn, buttons,’ and cloth that 
the sewers have turned into a ‘huge 
variety df dolls, animals and other de- 
lightful gifts. ; 
Devoted Spare Time for Project 


Miss Hinkamp devoted her lunch hours 
and evenings throughout the year draw- 
ing, planning and executing the back- 
ground scenery for the toy show, pro- 
ducing a variety of ballet sets which 
carry out the theme of Santa’s ballet. 
In a room set aside for her on the 
2rd floor of the Continental Building, 
she keeps her paints and supplies and 
here she builds, paints and assembies 
long project during every 
spare moment. 

Excitement begins to build around 
Thanksgiving, which is usually an- 
nounced as the toy collection deadline. 
Those who haven’t made toys go out and 
buy them. Many departments raise 
money and send representatives to 
wholesale houses so that they can con- 
tribute gifts such as bicycles and sleds. 
Thousands of toys from all parts of the 
country pour into the home office to be 
stored in the stock room until Miss Hin- 
kamp is ready for them, 

Miss Hinkamp began putting this 
years show together on November 27. 
“Bert Boelke’s boys do the parts | can’t 
reach,” said Miss Hinkamp, referring 
to the men who staff the machine and 
typewriter repair shop of the company. 
“This year one of the electricians came 
toask me if he could arrange the light- 
ing to set off to best advantage the vari- 
ous ballet scenes, and of course I was 
delighted.” 


After Display, Toys Distributed to 
Orphanage 


The toys, which were on display to 
employes and the general public on the 
tourth floor of the building are packed 
on December 4 by Miss Hinkamp and 
the men in the typewriter machine shop. 
On the 8th, the company truck is loaded 
and Miss Hinkamp and the truck driver 
start out on their deliveries. Miss Hin- 
kamp visits orphanages of every de- 
lomination, managing so that deliveries 
are made while the children are at school. 
In this way, Christmas morning can be 
a glad surprise to the youngsters who 
lave to depend on the kindness of others 
‘or their Christmas pleasures. 

Miss Hinkamp’s reward for her work 


-—_ 


Cheney Elected to Asst. 
Secretary by Hartford A. & I. 


Hartford Accident and Indemnity Di- 
rectors have elected Jack D. Cheney as 
i assistant secretary. 

Mr. Cheney joined the company’s en- 
sneering department in 1925 following 
Us graduation from Norwich University 
“here he received a B.S. Degree in en- 
‘ineering. He later transferred to the 
‘ompensation and liability department. 
‘Ir, Cheney was named an assistant 
‘uperintendent of the department in 








No. American Campaign 

Field men of North American Accident 
of Chicago recorded $2,846,000 in 474 in- 
dividual life sales December 4 in an 18- 
hour event marking the first anniver- 
sary of leadership for Allen V. Dowling, 
president. 

The “maximum tribute” campaign be- 
gan at 7 am. breakfasts called on 24 
hour notice by general agents. Sales 
were collected by midnight and tabulated 
telephonically by home office computers. 

Mr. Dowling introduced a new life 
sales department at North American less 
than a year ago, after joining the com- 
pany from Franklin Life, where he ‘had 
been vice president and director of agen- 
cies. 

Life insurance in force as of November 


30 was $622,000,000. 





of a year, and the reward of all those 
who participate is summed up in her 
words: “The cries of joy, the sounds of 
laughter, the happy days and dream- 
filled nights of the many children who 
will receive these gifts of love—these are 
our thanks that make this project worth 
the time and effort that we devote to it.” 
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Weismann Named Syracuse 


Branch Manager of ACCO 


Raymond H. Wiesmann, formerly 
assistant manager in its Pittsburgh 
branch office, has been named resident 
manager of the Syracuse branch of the 
American Casualty Co. His appointment 
was announced by Harold G. Evans, 
ACCO president. 

Mr. Wiesmann joined ACCO in Febru- 
ary, 1950, in the claim department, and 
during the next eight years was succes- 
sively a special agent, manager of the 
firm’s Erie service office, production 


manager, and assistant branch manager 
in the Pittsburgh branch. 


He is a graduate of Duquesne Univer- 
sity where he received a bachelor of sci- 
ence degree in business administration 
and of the Robert Morris School of 
3usiness in Pittsburgh. 


In his new post, Mr. Wiesmann will 
be assisted by Ray Stoudemire, casualty 
manager; Robert Breakwell, fire man- 
ager; John Newell, A. & H. representa- 
tive; Samuel Tripp, bond manager; 
George Breshock, claim manager; and 
Robert Vanderhaden and Willard Car- 
penter, special agents. 








—changes in Prudential Group Pensions 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
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mean new sales opportunities for you 


Substantial improvements have been made in Prudential’s Group Pension Products... 


e HIGHER GUARANTEED INTEREST RATES 
e LOWER GUARANTEED PURCHASE RATES 
e LIBERALIZED CONTRACT PROVISIONS 


These important changes make Prudential Group Pension Plans among 
the most competitive in the market — more attractive to your clients 
and easier for you to sell. That means more sales and more commission 
dollars for you. To help you take advantage of the sales opportufiities 
opened up for you by these significant improvements, Prudential’s 
Brokerage Service offers the easy-to-use sales booklet, “A Single 
Solution.” For your copy and for more complete information about 
Prudential’s Group Pension Products, send in this coupon today. 
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TO: BROKERAGE SERVICE. 
THE PRUDENTIAL, NEWARK 1, N. J. 


[] Please send me the free booklet 
on “A Single Solution” and infor- 
mation about Prudential’s Group 
Pension Products. 

C1 / would like to know more about 
Prudential’s Brokerage Services 
and how they can make insurance 
sales easier for me. 
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B. T. Mangano Reveals 
Unsavory Practices 


IN WORKMANS’ COMPENSATION 


Laverack & Haines Vice President Tells 
Albany Panel Some Doctors Purposely 
Prolong Treatment; Suggests Remedies 





Benedict T. Mangano, vice president 
of Laverick & Haines, Inc., an Albany 
Insurance agency, said at a recent State 
Capitol Health Plan panel, that existing 
protections in the workmen’s compensa- 
tion law have been unable to halt the 
problem of unnecessarily long and ex- 
pensive medical treatment. 

He said that there are a group of doc- 
tors ... “men in the insurance industry 
know who they are” . . . whose names 
appear repeatedly in these compensa- 
tion cases. 

There are situations when the attend- 
ing physician has said that no treatment 
is needed “yet some specialists carry on 
treatment month after month, year after 
year.” 

Mr. Mangano further said 
ployer’s insurance company must pay the 
bill for these unnecessary medical costs. 
When the Workmen’s Compensation 
Board fails to find these costs unreason- 
able, the company may appeal to a five 
member arbitration committee. 

However, this board of arbitrators has 
been failing to make a decision as to 
whether or not the medical treatment 
was necessary, he stated. As a result, 
a “compromise” is made and the physi- 
cian is paid a “reasonable” sum of money 
which the insurance company in turn 1s 
paying to a doctor when other physicians 
have already stated that future treat- 
ment was unnecessary. 


the em- 


Murin Answers for Board 


Leo Murin, counsel for the New York 
State Workmen’s Compensation Board, 
said no discipline has ever been investi- 
gated by the compensation board against 
a doctor for “overtreatment” of a pa- 
tient. This would imply “misconduct or 
incompetence” said Mr. Murin. 

Mr. Mangano replied that a legislative 
recommendation of the Associated In- 
dustries would help to solve the prob- 
lem of unnecessary medical treatment. 
One recommendation was that the choice 
of the injured workman of a physician 
be limited to a panel of 25 to 50 doctors 
selected by his employer. At the present 
time the workmen’s choice is unlimited. 

Solon J. Stone of Buffalo, moderator 
of the panel, described the “limited 
choice” proposition as one of the five 
most important items in the Associated 
Industries’ legislative program. 

The other proposals are: (1) A bill to 
expand the scope of judicial review so 
that the Court of Appeals in the future 
may consider appeals from the Work- 
men’s Compensation Board in questions 
of fact as well as of law. (2) A bill de- 
fining “accidents” so that employers 
know to what extent a heart attack on 
the business premises and to what ex- 
tent the progress of degenerative dis- 
eases, such as blindness, deafness and 
diseases of age are going to be blamed 
on work environment. (3) A bill to get 
a “realistic” method of determining 
“average weekly wage,” one of the fac- 
tors in determining the amount of a 
workmen’s compensation award. (4) A 
bill to tighten up the statute of limita- 
tions within which a claim for accident 
compensation must be filed. 





A. & H. Club Holds 
Annual Christmas Party 


The Accident & Health Club of New 
York held its annual Christmas party 
December 16 at the Hotel Shelburne. 
Immediately after the reception, dinner 
was served at which turkeys and other 
gifts were awarded to lucky ticket 
holders. 


Gen’l Motors Rebuked 
In Zurich Auto Case 


INVOLVED $250,000 DAMAGE SUIT 





Michigan Man Who Lost Leg in Garage 
Accident, May Win Decision After 
Circuit Court Setback 





The Zurich, as insurer of a compensa- 
tion line, was recently concerned in a 
damage suit which brought a Michigan 
Supreme Court rebuke to General 
Motors Corp. and particularly its Buick 
division. 

The tribunal in a unanimous opinion 
held the manufacturer in effect culpable 
and subject to damages for failure to 
give notice to all owners of the poten- 
tial danger of failure in original power 
brake equipment on 1953 model Buicks. 

The action came before the high court 
on an appeal of a $250,000 suit brought 
by Robert Comstock, a garage employe, 
and Zurich as compensation carrier for 
his employer. Mr. Comstock lost his 
right leg as a result of an accident Jan- 
uary 18, 1954, when he was _ pinned 
against another car in a garage by a 
Buick whose brakes had failed. 

Judge Thomas J. Murphy of Wayne 
county circuit court had dismissed the 
driver of the car as a defendant in Mr. 
Comstock’s action and a jury held there 
was no cause of action against the car’s 
owner who had brought the vehicle in 
for repairs. Judge Murphy had directed 
a verdict in favor of General Motors 
on the theory that any negligence on 
the manufacturer’s part had been_ter- 
minated by an intervening act of the 
driver who, forgetting the fact that the 
car’s brakes had failed, started to move 
it in the garage. 

Supreme Court Remands Case 


The Supreme Court, in its opinion, 
written by Justice George Edwards, once 
a United Auto Workers union official, 
set aside Judge Murphy’s directed ver- 
dict and remanded the case back for a 
jury determination of General Motors’ 
possible negligence. 

The opinion noted that Buick Divi- 
sion had learned that defects had been 
discovered in the power brake cylinder 
of the 1953 model. The defective part 
was made by a supplier and the cylinder 
was assembied by Kelsey Hayes Wheel 
Co. Dealers were informed, the opin- 
ion stated, that they should correct the 
defect in all affected models brought 
into their shops, without expense to the 
owners. No general warning was issued, 
however. 





NATIONWIDE PROMOTES SCOTT 

Donald F. Scott has been named Na- 
tionwide group manager in the White 
Plains and Long Island, N. Y., group 
sales region. He was associated with 
The Travelers group department for 3%4 
years before joining Nationwide. 
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Housing Decrease 


(Continued from Page 25) 


be authorized by the Budget Bureau.” 
Bureau Officers Elected 


Edwin G. Hundley, vice president, 
U. S. Fidelity & Guaranty, was elected 
president of the Bureau, succeeding Carl 
A. Keppler, vice president, Fund Insur- 
ance Cos. Louis F. Ballerene, vice pres- 
ident Employers’ Liability, was elected 
vice president, and Donald A. Gillum, 
assistant secretary, New Amsterdam 
Casualty, was re-elected secretary-treas- 
urer. 

In addition to Messrs. Hundley and 
Ballerene, the Bureau elected the follow- 
ing directors to serve through 1960: 
A. H. Anderson, Aetna Casualty & 
Surety Co.; Norman A. Burgoon, Jr., 
Fidelity & Deposit; C. A. Keppler, Fund 
Insurance Cos.; Wm. H. Wallace, Hart- 
ford Accident & Indemnity; George M. 
Douglass, Travelers Indemnity; Norman 
C. Keyes, Maryland Casualty; Carroll 
R. Young, Fidelity & Casualty; T. M. 
Gregory, American Surety; Carroll W. 
Laird, Indemnity Co. of North America; 
T. L. Sedwick, Standard Accident; Rob- 
ert T. Schaller, Continental Casualty; 
E. S. Crookes, The Aetna, and Joseph 
M. Carroll, Columbia Casualty. 


Paul Clarke 


(Continued from Page 25) 





corporate and trial work mainly. 

In January, 1954 he joined North 
American Van Lines, Inc., a worldwide 
household goods mover, as general coun- 
sel and executive vice president. Later, 
Mr. Clarke was named assistant president 
of North American, although retaining 
the job of general counsel. 

An active and civic-minded person, 
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DETROIT ASSN. ELECTS driving 
“Whe 
Casualty Underwriters Group Names Nf duced | 

W. Reamer President; Commissione | for dri' 

Blackford of Mich. Addresses Meeting | ous. E 

At fhe recent annual dinner meeting pend © 
of the Detroit Casualty Underwriter ge 
Association the following officers wer aaasion 
elected for a one year term beginning partme: 
in 1960: increas 

Norval W. Reamer, Detroit Auto Inf as this 
ter-Insurance Exchange, president ; Owen increas 
C. Murray of Citzens Mutual Automo.f porting 
bile, vice president; Donald W. Sand.§ burden 
berg of the Wolverine, secretary: anjf increas 
Walter Masinick, Michigan Liability J records 
treasurer, : 

The directors, elected for a three year “ae 
term included: Clifford R. Benson, De. hi " 
troit Auto Inter-Insurance Exchange, po ty 
Clifford L. Brandt of Byrnes-McCaffrey, Gaotin 
Inc, and Tom G. Smith of the Aut P junimn 
Owners. The new directors will serve ea 
along with the present directors: Haroli a rt 
F. Kinsley, Hartford Accident & Inf 
demnity; Max W. Niebel, Ohio Casualty; . hl 
Stanley P. Lawson, Standard Accident} — ag 
and David L. Sundell of Kelly, Halla, ahs 
Peacock, Inc. hroni 

Featured speaker at the meeting wa a 
Frank Blackford, Michigan Insurance ok | 
Commissioner, who spoke on, “Interest: i th 
ing Problems That Confront an Insur- polo 
ance ,Commissioner and His Depart ea 
ment. MF on 

usually 
Mr. Clarke is currently serving as pres-f the let 
ident of the Fort Wayne Redevelopment | chance 
Commission. For two years he was pres-} ing on 
ident of Junior Achievement of Fort f Knowi 
Wayne and Allen County, Inc. and isf taking 
presently serving on its board of direc reducti 
tors. mum 


He is also on the board of directors of J rating, 





the Fort Wayne Chamber of Commerce f tempta 
and is a member of the Fort Wayne's f chance 
planning commission and its board of “The 
zoning appéals. Mr. Clarke is also on f of the 
the board of directors of Household — new di 
Goods Tariff bureau, Inc. which is the f its are 
rate making body of the moving indus- F driving 
try. beginn 
velop ¢ 
tical s: 
ACCO Promotions every 
every 
taki 
(Continued from Page 25) re 
of mer 
before being transferred to Reading a — @gree, 
Central Pennsylvania claim manager. in each 
Mr. Frey was in the claims field for 
12 years prior to joining ACCO as as 
sistant claim manager in Atlanta. Mr. Meri 
Protheroe is a native of the Reading § plained 
area and joined ACCO nine years ago § compar 
a trainee. He was claim manager of the hese 
Williamsport service office before beitg § numbe 
transferred to Milwaukee as claim mat § curred 
ager. Mr. Lyons also was an where 
trainee prior to being assigned to the F since } 
Detroit branch as a claim adjuster. He cumula 
is a graduate of Wayne University an states 
formerly was associated with an adjust Poin 


ing bureau in Detroit. of an 
Mr. Conlin, a graduate of Woodbury higher 
College in Los Angeles, formerly was? § actual | 


claim manager on the west coast. 
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Robert C. Bock Urges 
Maryland Merit Rating 


IN ADDRESS TO STATE AGENTS 





Maryland Association Secretary Says 
Adoption of Point System Will Save 
Lives, Promote Safe Driving 





The Independent Insurance Agents 
F Association of Maryland, Inc. is pres- 
Fently advocating a merit rating auto 
plan for that state. Robert C. Bock, 
F executive- secretary of the association, 
Piold a December 3 meeting of Mont- 
-oomrey-Prince Georges county agents 
that Motor Vehicle Commissioner John 
R. Jewell approved this plan and “has 
| assured association representatives that 
his department’s records are accurate 
and readily accessible.” 

In his address entitled “Merit Rating 
Needed Now,” Mr. Bock defined merit 


}rating, gave favorable examples of this 


system in other states, and concluded 
with the obvious need of a similar safe 
driving program in Maryland. 

“When and if merit rating is intro- 
duced in Maryland,” he said, “requests 
for drivers’ records will] be more numer- 
ous. Exactly how much more would de- 
pend on the type of plan used. If, for 
example, all of the state’s 1,300,000 driv- 
ers had to be checked each year, Com- 
missioner Jewell figures that his de- 
partment’s work in this area would be 
increased 10 times; however, inasmuch 
as this area is now self-supporting, the 
increase in fees would keep it self sup- 
porting and thus there would not be any 
burden to the taxpayers because of the 
increase in requests for motor vehicle 
records.” 

Purpose of Plan 


Mr. Bock said the primary purpose of 
this plan is not only to reward the good 
driver, but re-educate the careless one. 
Quoting Howard W. Jackson, former 
Baltimore mayor, the MAIA executive- 
secretary pointed out: “It is regrettable, 
but true, that a driver will slow down 
to save his money or his license, when 
he won't slow down to save his or some- 
one’s else life.” 

Although merit rating will act to curb 
chronic speeders and chancetakers be- 
cause of the pocketbook penalty, Mr. 
Bock feels “the greatest benefit will be 
in the areas of the average and the new 
driver.” In describing this concept, he 
said: 

“I call the average driver the one who 
usually follows the traffic regulations to 
the letter, but, occasionally, will take a 
chance by driving recklessly and break- 
ing one or another of the traffic laws. 
Knowing that his occasional chance- 
taking may cause him to lose whatever 
reduction in automobile insurance pre- 
mium that he would enjoy under merit 
rating, he is more likely to resist the 
temptation to take that one little 
chance. 

“The greatest, proportionately, effect 
of the merit plan may well be with the 
new driver—the one whose driving hab- 
its are not yet fixed. Knowing that poor 
driving habits will cost him money, the 
beginner will be strongly induced to de- 
velop good driving habits. From a prac- 
tical standpoint, it is realized that not 
every careless driver will reform; not 
every average driver will refrain from 
taking a chance; not every new driver 
will develop good driving habits because 
of merit rating, but, I am sure you can 
agree, there will be some improvement 
in each category. 


Works on Point System 


Merit rating works, Mr. Bock ex- 
plained, by a point system set up by the 
company writing automobile liability. 

ese points are determined by the 
number of convictions and accidents in- 
curred by the driver. In California 
Where merit rating has been in effect 
since May, the period of time for ac- 
cumulation of points is two years; other 
States vary from two to five years, 

Points are scaled on the seriousness 
of an accident, with correspondingly 
igher premiums a result. Although 
actual credits and charges vary in differ- 











ent states, Mr. Bock admitted, 11 states 
have already adopted under the auspices 
of the NBCU, a fairly uniform plan. 

The Maryland Department of Motor 
Vehicles faced with added burdens if 
merit rating is adopted, is nevertheless 
prepared for the plan and are enthusias- 
tic about it, Mr. Bock reported. Insur- 
ance Commissioner Sears, members of 
the state legislature, and Baltimore 
Transit Traffic Commissioner Barnes all 
endorse the program. 

The speaker cited California which 
has already cut traffic accidents by 20% 
of which at least 10% is credited to 
merit rating. In Maryland, he contin- 
ued, that would mean more than 50 lives 
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a year saved with the possibility of 
more spared from traffic mishaps when 
good driving habits are accrued in suc- 
ceeding years. 

Reminding his audience that nearly 
everyone concerned is eager for this re- 
form Mr. Bock ended his speech with 
these words: 

“We have reached 
does not make sense 
for a plan which has 


a point where it 
to wait longer 
proven its ef- 


fectiveness in reducing traffic accidents. 
Every month’s delay means needless 
death and injury for Maryland citi- 
zens... . Merit rating will save lives. 
Merit rating will prevent injuries. Mary- 


land must have merit rating now!” 


(r. GENERAL INSURANCE MAN?) 
MULTIPLY YOUR INCOME as a 
"GENERAL AGENT for LIFE, ACCIDENT & HEALTH, 


MIRB Burglary Coverage 
Rates Raised in 12 States 
Revised rates for burglary coverages 
are announced by the Mutual Insurance 
Rating Bureau on behalf of its member 
and subscriber companies, effective De- 
cember 16 are as follows: 


Alabama +4.3%, Colorado +4-13.1%, 
Connecticut +9.9%, Georgia +144%, 
Illinois +2.9%, Indiana +14.4%, Ken- 
tucky +16.2%, Massachusetts +13.2%, 


Ohio +6.1%, Pennsylvania +8.8%, South 
Carolina +15.0%, Tennessee +13.6%. 
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,WIIS HOLDS NEW SEMINAR 





First Public Relations Meet Is Staged 
by Western Insurance Informa- 
tion Service on Dec. I1 
The Western Insurance Information 
Service held its first public relations 
seminar in conjunction with the an- 
nual members and directors meeting, 
December 11 at the Chapman Park 
Hotel, Los Angeles, following the annual 

meeting December 10. 
This seminar has been instituted in 
order to further develop and expand a 





sound public information and public re- 
lations program in the 11 western states. 
Besides WIIS public relations people, 
member companies presidents and ex- 
ecutives who also serve in this capacity, 
were invited. 

Some of the problems confronting the 
insurance industry which were discussed 
are as follows: 

1. A greater use of legitimate news 
as opposed to general press hand- 
outs. 

2. A unified Public Relations pro- 
gram to develop public acceptance 
for adequate rates. 

3. Cooperation with police and 
safety officials to gain coordination 
of traffic safety efforts and a uni- 
fied news approach to this serious 
problem. 

4. The compilation of adequate sta- 
tistics and effectual presentation of 
the claims situation—telling ihow 
false and inflated claims are com- 
batted by the industry, and stressing 
fairness of insurance companies 
when it comes to settling legitimate 
claims. 

5. Stressing role that insurance 
plays in the business community and 
how the deeds of everyone in insur- 
ance affect the public’s attitudes to- 
ward the industry. 


6. [The technique of effective 
speech presentations on the part of 
WIIS speakers, showing how re- 


sults can be obtained when speakers 
are properly coached and use visual 
aids and passout pieces. 

7. Factors which influence the im- 
age the public has of insurance and 
the steps the industry must take to 
improve this image. 

8. The development of general in- 
surance information literature and 
its adaptation to state or local areas. 





Missouri, lowa, Nebraska Get 
Allstate’s “Good Driver Plan” 


A distinctive automobile insurance 
plan to reward the good driver was an- 
nounced this week by Allstate for Mis- 
souri, lowa and Nebraska. 

Richard A. Hogan, Allstate’s Kansas 
City regional office manager, said the 
new insurance program will begin Janu- 
ary 1 and will be confined to this single 
regional area. 

“The ‘good driver discount plan’ re- 
flects our established policy of recogniz- 
ing the safe-careful motorist with low 
rates,” Mr. Hogan declared. “Allstate 
long has tailored its rates to the driving 
of the individual, through our company 
rating system introduced 13 years ago. 
Results of the new plan will be observed 
closely,” he said. 

Under the new Allstate plan, eligible 
adults with five years of driving without 
a chargeable accident claim will receive 
the lowest rate. Those with one or more 
accidents during the five year experience 
period will receive a higher rate, depend- 
ing on the number of accidents. 

“The addition of the driver’s own ac- 
cident experience as a factor in rate set- 
ting now provides an opportunity to 
study its inclusion in our tailored rating 
program,” Mr. Hogan explained. 

In the regular Allstate rating program 
which is in use elsewhere and is the basis 
for the “good driver discount plan,” more 
than 125 driver rating classifications are 
available. They take into account such 
factors as age of the driver, use of the 
automobile, mileage driven and general 
accident experience in the particular 
community or area, he said. 


Cummings, Hart Advanced by 
Indemnity of North America 


Leonard Cummings, former manager of 
Indemnity of North America’s Nashville 
service office, became manager of In- 
demnity’s new Hartford service office 
recently. 

Donald C. Hart, assistant manager of 
Indemnity’s Pittsburgh service office, will 
take his place as Nashville manager. 

Mr. Cummings joined INA in 1947 
upon graduation from Harvard College. 
Before appointment Nashville 


his as 


manager three years ago, he served 
Indemnity as special agent in Boston, 
senior special agent and assistant man- 
ager of the Des Moines service office. 

Mr. ‘Hart, a graduate of Pennsylvania 
State University, joined INA in 1952 as 
a bond underwriter in Indemnity’s Pitts- 
burgh service office after spending four 
years with Manufacturers Casualty and 
Reliance underwriter and_ special 
agent. In 1953 Mr. Hart was made an 
all-lines special agent and in January, 
1958 was appointed assistant manager in 


charge of production for the Pittsburgh 
service office. 


as 


—== 


LOS ANGELES BRANCH MANAGER 


Standard Accident Insurance has an. 
nounced the appointment of Robert | 
Hamsenn as manager of its southerp 
California branch with headquarters in 
Los Angeles. 


Mr. Hamsenn brings an_ extensiye 
background of West Coast experience t 
his new assignment having divided the 
past fourteen years equally between the 
duties of a field representative and ay 
assistant manager of a large multiple 
line insurance company. Previously he 
served in Philadelphia and Baltimore 








ETNA CASUALTY and SURETY COMPANY 


Affiliated with Atna Life Insurance Company ¢ Standard Fire Insurance Company ¢ Hartford 15, Conn. 


ALL FORMS OF CASUALTY, 


This is the ticket 
to greater profits 


From all parts of the country, Etna Casualty Agents have 
traveled to the Home Office to attend the Etna Casualty Sales 
Course. Today the number of graduates of this specialized school 
totals more than six thousand. And the practical knowledge 
gained here has enabled graduates to increase their earning 
powers by many thousands of dollars. 


This five-week course benefits experienced agents as well as 
beginners — giving them the self-confidence necessary for suc- 
cess. A concentrated schedule emphasizes the application of 
specialized knowledge and field-approved sales methods, and 
provides the educational background suitable to account sell- 
ing and the building of a profitable clientele. 


The A2tna Casualty Sales Course could well benefit someone 
in your agency. If so, get in touch with the nearest Aitna Casu- 
alty Supervising Office. There’s one in almost every principal city. 
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Satisfactory Non-Can. Definition 


In a statement regarding the definition 
of non-cancellable insurance, Orville F. 
Grahame, vice president and_ general 
counsel, The Massachusetts Protective 
Association, Inc. and Paul Revere Life, 
reports that at the December meeting 
of the NAIC a satisfactory definition 


was adopted. 

This definition for non-cancellable or 
non-cancellable and guaranteed renew- 
able insurance and for so-called guar- 
anteed renewable policies, stipulates the 
inclusion of a guaranteed premium. 

This dispute which has been sustained 
over a four-year period was first brought 
before the Federal Trade Commission in 
1956 and has been pending before an 
NAIC subcommittee since that time. 

“During this controversy, our company” 
Mr. Grahame writes, “filed statements be- 
fore the FTC through our assistant gen- 
eral counsel, James L. Moorefield, and our 
Washington counsel, Robert J. Bird. Our 
efforts before the NAIC were through 
former New York Superintendent, Al- 
fred J. Bohlinger. I wrote two articles 
on the subject, one for the ‘Insurance 
Law Journal,’ and another for ‘The 
Eastern Underwriter.’ ” 

As a result of the visits Paul Revere 
Life field men made on Insurance De- 
partments, Mr. Grahame’s company was 
able to secure a number of favorable 
rulings supporting its concept. Although 
Paul Revere Life preferred the desig- 
nation “adjustable premium renewal pol- 
icy, it was necessary in order to present a 
united insurance industry approach, to 
comprise and permit the use of the term 
guaranteed renewable for a policy where 
the premiums are subject to change on 
a class basis.” 

Expressing gratitude to all those who 
participated in the effort to reach a 
satisfactory conclusion, Mr. Grahame set 
forth the definitions adopted as follows: 


Non-Cancellable Definitions 


“The terms ‘non-cancellable’ or ‘non- 
cancellable and guaranteed renewable’ 
may be used only in a policy which the 
insured has the right to continue in 
force by the timely payment of premiums 
set forth in the policy (1) until at least 
age 50, or (2) in the case of a policy 
issued after age 44, for at least five 
years from its date of issue, during 
which period the insurer has no right 
to make unilaterally any change in any 





MacLean Agency of Phila. 
Moves; Established in 1930 


The MacLean Agency of Massachu- 
setts Indemnity & Life in Philadelphia 
is now in its new offices at 2 Penn Center 
Plaza after having been located for many 
years in the Philadelphia National Bank 
Building, 

The agency was established in 1930 by 
D. E. MacLean, who is the longest active 
general agent with the company. The 
agency specializes in non-cancellable dis- 
ability income protection for business 
and professional people. 

The brokerage department, managed 
by Robert C. MacLean, CLU, services 
the needs of the life underwriters and 
brokers of the Philadelphia area. Full- 
time agents are supervised by Donald 

- MacLean, agency manager. 


‘Adopted by NAIC, Ends Controversy 


provision of the policy while the policy 
is in force. 

“Except as provided above, the term 
‘guaranteed renewable’ may be used only 
in a policy which the insured has the 
right to continue in force by the timely 
payment of premiums (1) until at least 
age 50, or (2) in the case of a policy is- 
sued after age 44, for at least five years 
from its date of issue, during which 
period the insurer has no right to make 
unilaterally any change in any provision 
of the policy while the policy is in 
force, except that the insurer may make 
changes in premium rates by classes. 

“The foregoing limitation on use of 
the term ‘non-cancellable’ shall also 
apply to any synonymous term such as 
‘non-cancellable’ and the limitation on 
use of the term ‘guaranteed renewable’ 
shall apply to any synonymous term such 
as ‘guaranteed continuable.’ 

“Nothing herein contained is intended 
to restrict the development of policies 
having other guarantees of renewability, 
or to prevent the accurate description 
of their terms of renewability or the 
classification of such policies as guar- 
anteed renewable or non-cancellable for 
any period during which they may actu- 
ally be such, provided the terms used to 
describe them in policy contracts and 
advertising are not such as may readily 
be confused with the above terms.” : 


Buxton Tells How Companies Must 
Appraise Own Competitive Positions 


Too many worries and too much con- 
fusion is being created by the impact 
of changes upon the industry because 
management fails to recognize that in- 
surance, like other industries, is not made 
up of companies that should all be doing 
the same thing, the same way, for the 
same customer, C. I. Buxton II, president 
of the Federated Mutual Implement & 
Hardware Ins. Co., told a recent con- 
ference of Mutual Insurance Technical 
underwriters at the Edgewater Beach 
Hotel, Chicago. In this address titled: 
“Appraise Your Position,” Mr. Buxton 
said: 

“To be a successful organization does 
not mean that you have to be a large 
one. We know there are advantages in 
being big but there are also disadvan- 
tages, and these advantages or disad- 
vantages may exist only in certain 
markets or operations. Many companies 
have the advantages of size in certain 
geographical areas or in certain lines of 
business, yet are not tremendously large 
organizations overall. Conversely, there 
are relatively large companies that have 
a small volume in most areas in which 
they operate or in lines of business be- 
cause of broad geographic and multiple 
line diversifications, 

“A common error of management is to 
seek growth and to believe this will cure 
all the ills, and in this eagerness for 
growth the company often fails to an- 
alyze whether this growth really will 
cure some problems, or doesn’t pinpoint 
the area or areas in which they are 
going to seek their growth, and start 
flock shooting, so to speak. Few com- 
panies are large enough to successfully 
expand in all lines and all areas. And the 
large organizations that are widely diver- 
sified in their market objectives are ac- 
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tually several organizations within a 
fleet or within one corporate structure 
so their smaller competitors are not com- 
peting with the entire organization but 
only with some particular part of it.” 


Companies Trying to Do Everything 


Mr. Buxton said another field of debate 
and analysis was the various types of 
marketing organizations or methods. 
The problem is not whether to be an 
agency or direct writer but to recognize 
the advantages and disadvantages of 
each, and act accordingly. “No com- 
pany can do everything,” he remarked, 
“vet it appears that too many organiza- 
tions may be consciously or uncon- 
sciously trying to do just that.” 

Referring to new trends such as one- 
stop service, monthly-pay package plans 
and multiple-line selling, Mr. Buxton 
said that it would be a mistake for all 
companies to go frantically overboard 
in quest of those customers. Instead, 
many companies would be better off de- 
voting their efforts toward other mar- 
kets, he asserted, for as in various pro- 
fessional fields, the public needs and 
wants both the specialists and general 
practitioners and neither group will re- 
place the other. 

This concept also applies to bureau 
companies and independents, the speaker 
continued, pointing out that “certainly 
for many companies, and probably for all 
companies in certain lines of business 
and geographical areas, pooling of ex- 
perience and bureau rates are absolutely 
necessary if the rates are to be at all 
credible. In addition, there are definite 
economies for many companies in using 
bureau rates rather than launching into 
independent rate-making. Add to this 
the fact that most companies are not 
equipped personnel-wise to handle this 
work as well as capably staffed bureau 
organizations.” 


Electronic Data Processing 


Perhaps a change that is causing the 
most commotion in the industry is elec- 
tronic data processing. Companies buf- 
feted with this new material wonder 
what they “should be doing or if they 
are missing the boat,” said Mr. Buxton 
who keenly observes: 

“One would be lead to believe by some 
that here is the panacea for all our prob- 
lems and a one-way ticket to growth 
and underwriting profits, especially so 
when the machines are coupled with 
direct billing and policywriting. 

“We are not so naive as to believe 
this, but yet, all of us have observed 
instances where companies have jumped 
almost blindly into these electronic pro- 
grams where advantageous results were 
highly questionable. 

“In this area there seems to be a very 
strong tendency to ‘keep up with the 
Joneses’ regardless of whether wnat the 
‘Joneses’ are doing makes sense in our 
own organization.” 

It is not necessary, he believes, that 
a company be assured of immediate sav- 
ings to move into the electronics field 
because there are indirect advantages 
such as accuracy, more prompt report- 
ing, availability of additional statistical 
information, and preparation of person- 
nel, and the organization for future 
applications of new developments and 
products will be definitely forthcoming. 

“In this case the company is making a 
capital investment and the investment 
must be recognized as such and weighed 
against the probable future benefits. If 
the latter appear to justify the expendi- 
ture, then the move is a good one; if 
not, a company should hold off regard- 
less of what the ‘Joneses’ are doing.” 

Mr. Buxton stressed that in actual 
company planning, plans and practices 
have to change with the times. “It is 
basic economics,” he said, “that a com- 


(Continued on Page 34) 
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10-Months’ Results of A.& H.- Life Cos. 
Point to Healthy Production Gains 


By Wattace L. Capp 


The following is a continuance of the tabulation of A. & H. production and claim 


results which were featured in our December 11 issue. 
definitely a higher percentage of production increase for the year as compared 

substantially higher—especially for the larger 
writers of this line—and with loss ratios generally imbroved on the individual A. & H. 


with major medical expense volume 


As indicated, the Hei trend is 
with 1958 


lines but higher on Group major medical. The outlook for 1960 is bright, and the deter- 


mination of the 


as reflected in comments made by company executiv 


the returns from 75 companies. 


Union Labor Life of New York reports 
$24, 401,918 for 10 months, an estimated 
net premium gain of 8.6% over 1958 and 
with overall loss ratio estimated at 96.6%. 
This was less favorable than in the 1958 
period, due in large measure to the in- 
creasing medical-hospital-surgical costs. 

Paul Revere Life indicates that its 10 
months’ writings of $17,500,000 in indi- 
vidual non-can. business is about 8% 
increase over 1958. Group A. & S. writ- 
ings were about $5,100,000, the same as 
last year, making a total of $22,600,000. 
Loss experience on non-can. is running 
about the same as last year with Group 
\. & S. experience three points lower. 

The Great- West Life, reporting $22,- 
408,144 in net premium income up to No- 
vember 1, notes that this is substantially 
ahead of the 1958 production for the same 


period. Group A. & S. volume totaled 
$17,534,977 at 79.2% loss ratio (an im- 
provement) and Group major medical 


writings of $3,702,563 produced 76% loss 
ratio, higher than last year. 

Combined Group of Companies (Com- 
bined of America, First National Cas- 
ualty, Combined American and Hearth- 
stone) went ahead by an overall 28.6% 
to a total production for 10 months of 
$29,221,829. Overall loss ratio (written to 
paid) stood at 30.8% compared with 
32.0% for the 1958 period. F. E. McCabe, 
Combined’s executive vice president, ob- 
serves that “we continue to provide 
health insurance coverage for over 65 
risks, and 70% of our business is non- 
can. acci guaranteed renewable for 
life. The combined non-can. A. & H. 
arora ge for all four companies in- 
creased 29.9% but non-can. claims in- 
creased only 26.2 2%.” Mr. McCabe further 
comments: “We are doing everything 
possible to keep over-age business on 
the books and are moving segments of it 
from time to time to a guaranteed re- 
newable basis, either at the going rate 
or cancellable only if a large segment of 
like business must be cancelled.” 

Business Men’s Assurance showed 
42% gain for 10 months to a total of 
$21,412,978. Its two largest lines were 
Group hospitalization — $12,279,241 on 
which loss ratio was 76.4%, and commer- 
cial A. & H.—$4,053,707 on which the 
ratio was 56.3%, both improved over 
1958. Vice President D. B. Alport ob- 
serves: “The newer and greater uses to 
which disability insurance is being put 
has opened new marets. There is still 
a tremendous field of prospects for our 
agents to contact, which should make 
for substantial premium growth in 1960.” 

Monarch Life-Springfield F. & M. 
shows combined net premiums written 
for ten months of $20,670,151 of which 
$16,691,951 was non-cancellable business. 
Production gain was 11% over the 1958 
period. Overall loss ratio of approxi- 
mately 52% was about the same as a 
year ago. John H. Miller, vice president- 
senior actuary, reports that “our exper- 
ience in non-can. underwriting continues 
favorable. Our gain for the year in pre- 
mium income exceeds that for any pre- 
vious year. We're gratified that the in- 
crease in premium is due in large part 
to improvement in persistency. On major 
medical expense business, beth Group 
and individual, loss experience to date 
has been satisfactory.” 

National Casualty of Detroit reports 
for nine months a total of $16,483,932 on 
an earned premium basis. While this is 
slightly less volume than in the 1958 





A. & H. industry to do a bigger and be tter job of insuring over-age risks, 


es, is encouraging. The following are 


period, National’s overall loss ratio is 
2.3% less this year. Largest line written 
is Group A. & H.—$9870023 on which 
losses incurred were $6,805,156. 


Commercial Insurance Co., Newark 
(Loyalty Group) produced $15,722,000 in 
A. & H. premiums up to October 1 (lat- 
est available figures) on which the over- 
all loss ratio was approximately 7% lower 
in the same period of 1958 


Mutual Of New York scored a produc- 
tion vain of 14% for ten months. its net 
premiums written being $15,300,000. Group 
\. & H. volume of $10,000,000 was up 10% 
while individual A. & H. writings of 
$5.300,000 were 25% higher than in 1958. 
Claim experience on Group business 
shows a slight improvement for the year; 
individual lines are producing somewhat 
higher loss ratio. 


Hartford Accident & Indemnity went 
ahead 24.1% to a total for ten months of 
$15,093,756 in net written premiums. 
Every line showed a healthy gain, the 
best percentage of increase being in 
Group A. & H—73.9%. Overall loss 
ratio on an estimated basis was 71.46% 
compared with 71.45% on an actual basis 
a year ago. 

State Mutual Life’s estimate of net 
written premiums up to November 1 was 
$14,226,380 of which $12,784.271 was 
Group business, including $2,971,877 of 
Group major medical. Its individual A. & 
H. volume—$1,442,109—was 44% ahead of 
the corresponding total for 1958 and the 
Group writings were up about 18% for 
the year. Overall loss ratio of 28% on 
individual business is four points better 
than in 1958. The Group loss ratio, ex- 
cluding reinsurance, is 90%, up 10 points 
from 1958. 

Zurich reports estimated premium vol- 
ume of $12,831.000 of which $10.910,000 
is Group A. & H. business with 77% loss 
ratio. Separately listed is $1,540,000 in 
Group major medical with 86% loss ratio. 
A gain of over 7% is shown in Group 
production for ten months while Zurich’s 
individual A. & H. volume is about 100% 
Loss_ ratios 


higher than a year ago. 
overall are comparable to last year’s 
hgures. 


Chester J. Toren, assistant secretary, 
observes that this years’ major medical 
experience necessitated an increase in 
manual premium rates and the need for 
tightening of policy provisions. He said: 
“Our established position of refusing 
to write programs without a deductible 
‘across the board’ was substantially forti- 
fied when most other companies with- 
drew ‘first dollar’ coverage. In certain 
geographical areas we find that it’s be- 
coming increasingly evident that a rela- 
tive value surgical schedule must be in- 
tegrated into the major medical plan in 
order to control costs.” 

Lumbermens Mutual Casualty’s pro- 
duction stood at $11,909,000 as of Novem- 
i 1. Of this total $9,768.000 was in 
Group A. & H. business, up 4%, and $2.- 
141,000 in personal accident, slightly off in 
volume compared with a year ago. The 
Group A. & H. loss ratio will show a 3% 
improvement and personal accident loss 
ratio is ten points better than last year. 

Republic National Life, Dallas, shows 
11.4% overall gain in its combined Group 
and individual A. & H. writings up to 
November 1, totaling $11.745.026. Its 
Group business stood at $10,352,003 for 
ten months, a gain of 11.7%. Individual 
A, & H. volume of $1,393,023 was 9.2% 


ahead of last year. Overall loss ratio of 
88.0% was fractionally higher than in 
1958. 

Indemnity Co. of North America esti- 
mates premium writings for ten months 
of $11,500,000 of which about $8,500,000 
is in Group business and $3,000,000 in 
individual A. & H. Production increase 
is estimated at 5%. Loss ratio which is 
running about the same as last year is 
in the middle to high 50's. 


North American Accident reports $11,- 
488,610 in premium volume and $6,389,133 
in claims for ten months. 

Nationwide Mutual and Nationwide 
Life showed combined writings of $11,- 
330,999, a gain of (16.2% over 1958. Largest 
line, Group A. & S., totaled $7,456,791 on 
which loss ratio for nine months was 
90%, five points higher than a year ago. 
Individual hospitalization (including 
major medical and polio) produced $2,- 
591,961, up 22.5%, on which loss ratio was 
45% for nine months. This compared 
with 29% for the 1958 period. Individual 
A. & S. volume stood at $1,227.496, up 
16%, on which loss ratio was 50%, 14 
points better than in the 1958 period. 
The Nationwide produced a small volume 
of non-can. ($54,751) on which loss ratio 
is 22%, much improved over a year ago. 


Premiums Loss Experience 

World Tasntance 150...» 0.654:09<:s010-000000 $8,929,262, a gain of 11.1%. Claims paid totaled $4,47), 
854, loss ratio 45.1%, fou 
points better. 

Life Insurance Co. of Virginia........ $9,781,992 in premiums, up Loss ratio of 65.9% com} 

$1,000,000. pared with 72.2% for 195 

period. 

Riaraeware RUGS. .5.6.6556 0b ocsisees ed $9,294,968, nearly $500,000 Loss ratio 82%, two point 


premium gain. 


Federal Life & Casualty..........00.. $9,104,434, 
for ten months. 


fancoih Mational TALC. os6.6:.6505 0008 $8,075,000, up 2% over 1958 Not available. 
period. : 
Woodmen Accident & Life............ $8,070,670, a gain of 9.7% Estimated loss ratio 55.6% 
over last year. slightly higher. 
Massachusetts Indemnity & Life....... $7,772,238, a gain of 5.8%. Loss experience slightly 
higher. 
TRA oo SOR, FREE $7,720,000, up about 5% for Considerably improved 


ten months. 


The Commercial Travelers............ $5,970,508, up slightly. A. & H. loss ratio—70.1%, 
three points better; Hos 

pital loss ratio — 91.2%, 

about two points better. 

Royal-Globe Insurance Group......... $5,746,000 in earned premiums. Loss ratio on individual line 
Accident and major medi- —66.5% about six point 

cal volume lower than in higher than in 1958; Grow 

1958; Group A. & H. ahead ratio of 86.6% about six 


by $500,000. 


Loyal Protective Life... cece ccc $5,731,696, 
30% for ten months. 


Educators Mutual Life........0cc.e0s $5,449,326 estimated premium 
income, 14.8% ahead. 


RARE, SRNOED 5g SUS chon cau tes eanae $5,369,990 premiums written Loss ratio not available. 
compared with $4,709,956 a 
year ago. 

SSOCIGES OMAR, ECCS). 50's vin e'sc osesie ws $5,017,507—ower than in 1958 Loss ratios higher. 
period. 

Tlingis Bin 0s. WERK. So. ck esses cats $4,047,073 including Individual 47.3% Individual A. & 1 
A. & H. and Group and loss ratio; About 80% los 


franchise. ratio on Group and frat 
chise. 
Massachusetts Mutual Life........... $4,303,027 compared with $3,- Not available. 


983,327 in 1958 period. 


Crown Life of Toronto.............. $3,963,219, a gain of 24.3%; 
Includes Group A. & H. and 
Group Major Medical. 


Great American of Dallas............. $3,925,222 compared with $3,- 
826,472 in 1958 period. 


Guardian Life of America............ $3,721,000 Individual A. & H. 
premiums up 34%; 
A. & H. volume nearly four 
times that of 1958. 


American Progressive Health.......... $3,685,845, up about $400,000. Loss ratio 69.7% much high 
er than in 1958. 
Provident Mutual Life....,........ . .$3,685,075 compared with $1,- Higher for Group — 97.0%: 


612,751 in 1958 period, 


Fireman’s Fund’s earned premiuyy, 
totaled $10,203,000 for ten months 





which loss ratio was 71.0%. Assistay; 
Vice President Kenneth T. King repor; 
“We ran open enrollments for senig, 
citizens in ten western states in 19% 
and obtained a considerable volume 9 
business in the over-age field. Expe. 
ence appears to be progressing satisfx 
torily. My observation on the over-ag 
problem is one of surprise that so many 
people did so much talking about it ;, 
1959 and so few actually did anythin, 
about the problem.” 


United States Life, showing health; 
production gains, reports $11.298,637 {;, 
ten months. Group & H. busines 
totaled $7,051,143 on which loss ratio wa 
84.2%, two points better than a year ag 
Commercial A. & H. writings of $2.26. 
304 (up 15.3%) showed 59.0% loss rati. 
up six points. Hospital volume of $1,344. 
250 produced 6.9% production gain ap/ 
59.8% loss ratio. up ten points. Non-cay 
business — $638,940 — is 339% ahead oj 
1958. Loss ratio in this line was 432% 
about two points higher. 

For the balance of the companies ». 
porting their 10 months’ experience th 
following tabulation prov'des an casy-t 
read summary of results obtained: 


better than in 1958. 


loss ratio, up si 


56.5% 
points. 


a gain of 16.7% 


certain lines which are of 
set by sharp increase in 
Group loss ratio. 


points better. 


Loss ratio of 49.6% abou 
two points higher. 


a gain of nearly 


61.7% loss ratio comparel 
with 62% in 1958 period 


80.4% compared with 79% 
in 1958. 


61.7% compared. with 62.1%. 


50% Individual loss ratio; 


Group 63% Group loss ratio. 


Lower for Non-can.—36%. 
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Federal Life of Chicago........ 


General Accident ..........+- 


New Amsterdam Casualty 


ee ee 


Premiums 


$3,401,000, up 11%. 
(nine months) 


$3,134,000—higher than a year 
ago. 


$2,786,035 for nine months— 
25 to 30% ahead of 1958 
period. 


$2,780,803 — ahead in Group 
A. & H. by 5.3%; behind in 
commercial by 2.0% for 
nine months. 


$2,772,430 on earned basis, 
slightly off from 1958. 


$2,587,788, up $285,157 for 


ten months. 


$2,426,516, off $211,704 from 
1958. 


Rihana $2,355,199, ahead of 1958. 
rr eee $2,159,641, slightly up. 


Pee ety: $2,150,000, slightly higher than 


in 1958 although Group 
writings considerably lower. 


eee er $2,100,119, about $62,800 off 


from 1958. 


Keabead $2,054,205—running about the 


same, 


ore vere $1,549,856 — slightly off from 


1958; dropped out of stu- 
dent accident business. 


Naseer $1,403,198—7.3% ahead in in- 


dividual accident; 116.7% 
ahead in individual health. 


el eeee $1,400,628, a drop of 10% in 


writings. 


LessteGonee $1,300,000—about $80,000 


ahead of 1958. 


siete sia ea $1,297,666—Individual A. & H. 


volume slightly behind; 
Group business slightly 
higher. 


eee: $1,272,005 compared with $1,- 


247,604 in 1958. 


We certain $1,205,069, mostly Group A. & 


H.; about 14% lower than 
in 1958. 


Et iavetoave a $1,196,983, a gain of 6% in 


individual A. & H. the larg- 
est line. 


tee $901,000 compared with $505,- 


688 in 1958. 


pa seente $828,972 — about 10% behind 


1958 due to adjustments in 
A. & H. program. 


ceuneen $805,000 — running 2% ahead 


on commercial and hospital 
business; 36% ahead on 
non-can. 


Bneae eens ease $744,990—up 25% for Indi- 


vidual and off 60% for 
Group. 


Seer $740,041—running well ahead. 


SPICPT LS STS $510,494—slightly below 1958. 


$427,000 to $20,000 for year 
to date. 


$409,376 for nine months—a 
healthy increase over 1958. 


$362,000—higher for Individ- 
ual; off for Group; overall 
4.6% increase. 


$177,404 compared with $150,- 
616 for nine months. 


$161,888—about 66% ahead of 
1958. 


Loss Experience 


59.4% for 9 mos., improved. 


Claim ratios better than in 
1958. 


43.2% overall slightly higher. 


51.4% in commercial, 2 
points higher; 79.1% 
Group, about 3 points 
lower. 

Not available 

Non-can. 33.9%, about same. 

Commercial 57.4% up four 


points. 


48.9%, five points lower. 


$1,148,394 claims paid. 
Slightly higher. 


About 3 points improved 


over 1958 ratios. 


50.2%-—slightly improved. 


About the same as in 1958, 


56.4% for nine months— 
running about the same. 


Substantially improved. 


About 10 points higher. 


Estimated at 52%. 


Commercial loss ratio im- 
proved; hospital ratio 
slightly higher. 


75.5%—three points higher. 


88%, two points lower. 


45%, up one point. 


Loss ratios improved. 


47%, five points better. 


53.9% for commercial—up 5 
points; 34.2% for non-can., 
up four points. 


69.6% for Individual; 91.1% 
for Group, an _ improve- 
ment. 


Loss experience 42.6%— 
three points lower. 


Generally improved in all 
but Individual accident. 


Both claims and expenses 
down from 1958. 


40%—improvement. 


15 points better than in 1958. 


60.4% compared to 58.1%. 


46% overall—running same 
as in 1958. 


National Casualty Advances 
Schroeder, Miss M. L. Oskin 


Miss Mary Louise Oskin has been 
elected secretary of National Casualty, 
succeeding the late W. C. Butterfield, and 
James H. Schroeder, former supervisor 
of claims, has been appointed superin- 
tendent of claims, A. & H. division. 

Miss Oskin served as secretary to the 
late W. G. Curtis, Sr., former president 
of the company, and to Peter G. Korn, 





MARY LOUISE OSKIN 


executive vice president of National. 
Prior to’ her recent election, she was 
assistant secretary of the company. 

Mr. Schroeder, a 25-year veteran of 
the insurance business, joined the com- 
pany as a claim adjuster in 1951, was 
advanced to supervisor in 1956. He is 
affiliated with the International Claim 
Association and is a past president of 
the Life, Accident & Health Association 
of Detroit, in which he is presently serv- 
ing as a member of the executive com- 
mittee. 
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NEW NATIONWIDE POLICIES 


Three A. & S. Contracts Added to 
Agents’ Portfolios Include Guaranteed 
Renewable Over-65 Policy 

Nationwide Insurance has added three 
accident and sickness contracts to its 
agents’ portfolios, including a guaranteed 
renewable ‘senior citizen policy for per- 
sons over 65. 

Other policies are 'the budgetmaster 
hospital and surgical expense policy, a 
streamlined individual or ‘family contract, 
and 'the overhead expense disability pol- 
icy, tailored for business and professional 
people. 

The senior citizen policy provides up 
to $10 per day hospital confinement or 
up to $5 per day in a nursing home, 
subject to a combined maximum of $300. 
In addition, the policy provides a hos- 
pital miscellaneous expense benefit which 
pays 100% of the first $100 plus 80% of 
the next $250. It also contains a $200 
surgical schedule, a $50 out-patient bene- 
fit and provides for $3 per day in hos- 
pital medical expenses. The policy is to 
be issued at a monthly premium of $7.65 
for both men and women. 

The budgetmaster provides a 31-day 
hospital benefit with 7% ttimes for ma- 
ternity cases. Tt is issued with dailv 
room benefits from $48 to $20 
surgical schedule is effective when the 
daily room benefit is $8, $10, or $20. The 
policy contains an emergencv out-patient 
expense benefit and a $7,500 specified 
disease benefit. 

Under the family plan children are 
covered from age 30 days until age 21, 
or until they are married, whichever oc- 
curs first. 

The overhead expense disability policy 
provides a 15-month accident and sick- 
ness indemnity with either a 14 or 30- 
dav waiting period. 

The policy is available to self-employed 
business or professional people actively 
engaged in their occupa'tions. It is in- 
tended ito cover up to 80% of ithe over- 
head expenses of ithe \insured’s business 
or profession in the event of the in- 
sured’s illness. 

The three policies have been approved 
by the insurance departments in Del- 
aware, District of Columbia, Florida, In- 
diana, Kentucky, Montana, New Hamp- 
shire, Olhio, Pennsylvania, Rhode Island, 
South Carolina, Tennessee, Vermont, and 
West Virginia. 





D. M. Ferry Dies; Standard 
Accident Board Chairman 


Dexter M. Ferry, Jr., chairman of the 
Board of Standard Accident died re- 
cently after an extended illness. He was 
87. 

Mr. Ferry became a director of Stand- 
ard Accident in 1907. The same year he 
was also elected a vice president of the 
company. In 1925, he became the third 
president of the company; relinquish- 
ing the position in 1936 to become chair- 
man of the board of directors. 

Mr. Ferry also served as chairman of 
the board of the Ferry-Morse Seed Com- 
pany and as a director of the Detroit 
Institute of Arts. He was a past president 
of the Michigan Board of Education, and 
was chairman of the recreation commit- 
tee of the Detroit Board of Commerce 
which was instrumental in establishing 
the City of Detroit’s department of parks 
and recreation, A veteran of World War 
I, he attained the rank of Lieutenant- 
Colonel after the armistice. : 

Mr. Ferry was well known for his civic, 
humanitarian, and philanthropic activi- 
ties. He served the city of Grosse Pointe, 
Michigan for 31 years in official capaci- 
ties as councilman, mayor, and chairman 
of the ways and means committee. 

Among the lasting monuments to Mr. 
Ferry’s interest and generosity are: the 
Grosse Pointe Central Library, the mu- 
tual aid and neighborhood club of Grosse 
Pointe, Ferry Field at Detroit’s North- 
western High School, and Ferry Field, 
Ann Arbor, Michigan, a 20 acre tract 
donated to the University of Michigan. 
He also donated the land on which the 
Grosse Pointe Congregational Church 
stands today. 

Mr. Ferry established the University 
of Michigan Press which publishes works 
of the student and faculty members. The 
City of Detroit is indebted to him for his 
many contributions to the Detroit Insti- 
tute of Arts. Detroit’s Dexter Boulevard 
is named in his ‘honor. He held member- 
ships in the Detroit club, Detroit ath- 
letic club, Grosse Pointe club, university 
club, Detroit Country club, and the De- 
troit boat club. 

Mr. Ferry is survived by two sons and 
daughters and nine grandchildren. 
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Harmelin Shows Step-by-Step How 


To Close Buy-Sell Disability Case 


William Harmelin, field supervisor of 


the Harmelin Agency, Inc., general 
agents for Continental Assurance in 
downtown New York, has added greatly 


through a series 
delivered 


to his insurance prestige 
of educational talks he has 
this year on the disability buy-sell agree- 
ment. 

Mr. Harmelin, who is co-author with 
New York tax lawyer, Morris Friedman, 
of a definitive monograph on this sub- 
created considerable interest at the 
convention of International As- 
H. Underwriters at 
French Lick, Ind., in June, and most re- 
before the New Jersey A. & H. 
sales congress held at 


ject, 
annual 
sociation of A. & 


cently, 
Association’s 
Newark. 
Considering two 
from the Harmelin agency 
both carried buy and sell 
the speaker told his New Jersey 
how one was successful in coping with 
the disability problem and the other was 
not. Under the pseudonym of the Fore- 
sight Advertising Agency, Mr. Harmelin 
related the following successful case: 


businesses 
files that 
agreements, 
audience 


different 


Agency Resistant at First 


the first 
buy out. 


advertising was 


disability 


“Foresight 
firm I ever sold on 
That was over ten years ago. I couldn't 
first base until I used the 
ability approach with their accountant. 
At that time, I sold $300 a month of 
non-can, disability income insurance and 
$20,000 of five year non-participating 


vertible term insurance on each of th: 


get to dis 


col- 


two principals. 

“The disability premium amounted to 
over $600 a The life insurance 
premium was about $150 a year. My 
commission on the life insurance buy and 
52.50 first year and $4.50 re- 
My commissions on the 
disability and sell were $240 first 
year and $60 renewal a year. 

“T have since sold these two men an 
additional $300 a month of 
protection, $100,000 of 
business insurance, 


year. 


sell were 
a year. 
buy 


newal 


no-can. in- 


additional 
most of it on a per- 
manent form and a considerable amount 
of personal life insurance. The early 
part of September I sold one of these 
partners $25,000 of old fashioned pre- 
ferred risk whole life. Presently, they 
carry’ $600 a month of disability insur- 
ance. I now contemplate hitting them 
up for an additional $300 a month of long 
term non-can. to age 65 on sickness.” 

Pointing out that insurance people 
are going on emotional fantasy who 
believe mandatory buy-out in case of 
serious and long term disability may be 
objectionable in those cases where dis- 
abled people recover, Mr. Harmelin dis- 
closed the following facts: 

“According to the 1930-50 disability 
study, at the young age of 37%, out of 
100 people who have been disabled for 
three years, only 15 will recover. In 
other words, 85 out of 100 people age 
37% who have been disabled for three 
years will not recover. At age 47%, 
only 9.8 people out of 100 will recover. 
The longer the disability, the lesser the 
number of recoveries. The older the 
victim, the less the likelihood of recov- 
ery. 


come 


Gives Sales Suggestions 


Further along Mr. Harmelin gave sev 
eral sales suggestions on how to close 
a buy and sell disability case. Prefacing 
these suggestions with the hope that 
agents will take advantage of the dis- 
ability provision in a buy out agree- 


WILLIAM HARMELIN 


ment—which is still a field of unlimited 
possibilities—he said: 

“Our approach is to ask the business- 
man the following questions: ‘Mr. 
Jones, I assume that like most partners, 
you have a buy and sell agreement. Is 
that right ?’ 

“If his answer is ‘no,’ we throw all of 
our arguments at him of the need for 
a business will to protect his most im 
portant possession next to his family— 
his source of income. 

“If his answer is ‘yes,’ we say: ‘I as- 
sume that that buy and sell agreement 
covers what happens to your respective 
interests in the event of death. Is that 
right?’ If he answers ‘yes’ to this, we 
then ask: ‘Will there be money to buy 
the interest of the deceased?’ We are 
usually told that the firm carries a cer- 
tain amount of life insurance on each 
partner. 

“During the discussion we get an idea 
of the value of the business a‘ that time 
hut we do not pursue the fact that their 
life insurance is not adequate. There 
is usually too little. If we did not sell 
the original business insurance, we have 
not yet developed a proper relationship 
with the prospect. 


“Timing is one of the most important 


elements in selling. At this point, re- 
straint is a necessity. As far as we are 
concerned, we fear that if we permit 


ourselves to get sidetracked by discuss- 
ing the inadequacy of the life insurance 
to fund their agreement, any purchase 
that is made will probably go to the 
original writing agent. 

“We are not interested in stimulating 
business for him. We, therefore, go on 
to the next question which will establish 
the prestige needed for our sale. So we 
ask: 

Asks Where Disability Income Will 

Come From 


“Tf either of you were to have a serious 
and long term disability, which is more 
likely than death in the average busi- 
ness, where would the income for the 
disabled come from? Would the income 
of your business drop if one of you 
principals had a serious disability and 
could not contribute to the business ? 
If that income were to drop, where would 
the money come from to pay salaries to 
you, your partner and anyone you micht 
be compelled to hire to fill the gap?” 

Mr. Harmelin then explained: “Most 
partners and stockholders to whom these 
questions are put tell me that they have 
never considered the seriousness of this 
problem. This always leads to an inten- 


sive discussion. Our experience has been 
that the minute we get our prospect to 
think aloud with us, the sale is on. We 








then continue: 

“‘Tf IT could show you a plan that would 
provide the funds to cover this con- 
tingency, could you save $100 a month 
now while you and your partner are well 
and able to contribute your entire ef- 
forts to this business? This $100 a month 
now would provide approximately $600 
a month for each of you in the event 
of disability from sickness or accident. 

“In other words, the $100 a month 
while you are both doing your full share 
of work would produce income of either 
$600 a month for one or $1,200 a month 
for both whenever the disability emer-- 
gency arises.’ 

“Based upon the preliminary discus- 
sion, we use a premium figure which 
should provide sufficient income for the 


disabled. If they balk at the $100 a 
month, we reply: ‘As you recall, we 
asked could you, not would you?’ We 


then try to arrive at a premium which 
they will consider. 

“If they want to think it over, we trv 
the medical close. We suggest that our 


doctor look them over while they 
thinking it over. During this time, 
company can determine whether they a 
eligible for this first rate plan. If th, 
agree to the medical, we immediats 
call the doctor to arrange an appoiy 
ment. We then complete our applicati 
forms. 

“Even though they want to think; 
over, we ask for a prepayment with 4} 
application. We succeed in getting py 
payment in more cases than not, ey, 
when the medical close is used, the 2 ad 
vance payment proves that their wish; 
think it over is more the habitual exeyg 
and not a true objection.” 

In closing Mr. Harmelin said: “} 
recommending accident and sickness q 
the buy and sell agreement you 
build up a substantial renewal accoyy 
This means increased take-home pay {j 
you. If field men and women will px 
sent this idea to business people, the 
will be adding to the financial securitj 
of an important part of our populat; 
and strengthen the American economy 





Buxton Tells 


(Continued from Page 34) 


pany will not survive just because it did 
a good job in the past and wants to stay 
in business.” It is the consumer that 
dictates the standards by which a com- 
pany must do as well or better than com- 


petition, or fail. 

Past success, he said further, often 
tends to breed complacency. And al- 
though insurance must inherently be 


conservative, “the successful companies 
will be those that recognize this respon- 
sibility and yet intelligently adapt to 
changing conditions and aggressively 
pursue new and different opportunities. 


Presents Six Vital Questions 


The following six questions were pre- 
sented by Mr. Buxton as being helpful 
in appraising and plotting the course of 
any company: 

(1) “What does the customer want, 
remembering that this varies, depending 
upon the market you are considering ? 

(2) Are there buyers for which our 
company can fulfill their needs as well 
as or better than competition? Why? 

(3) Has the company already realized 
most of the potential in this group of 
customers? Is the group growing, de- 
clining, or changing their way of doing 
business, and what is the effect on us? 

(4) Is the company’s position in this 
market vulnerable to competition? If so, 
why and what can be done about it? 

(5) Does our company have the per- 
sonnel, sales, underwriting, claims, etc. 
to capitalize upon our opportunities? If 
not, what can be done to train or ac- 
quire them? 

(6) Are there buyers who would want 
products and services the company 
doesn’t now have but is capable of pro- 
ducing ?” 

Granting that these questions are dif- 
ficult and are “like a man jumping on a 
horse, and trying to ride ‘him in all direc- 
tions,” Mr. Buxton emphasized the need 
for basic objectives. Developing this con- 
cept further, he said: 

“It is a fundamental rule of good 
management that company objectives 
and policies be in writing, and under- 
stood and supported by the personnel 
who are supposed to carry them out. 

“Without trying to embarrass anyone, 
how many of you can clearly state what 
your own company’s objectives are and 
can support them enthusiastically as the 
right course for your particular organi- 
zation? If you don’t know what they 
are, you are playing a tought ball game 
without anyone calling the signals and 
with a lack or coordinated teamwork 
which would make the outcome look 
very gloomy.” 

One difficulty ‘he mentioned was the 
determination when discussing organiza- 
tional plans, of what function a certain 
individual is representing. “Frequently,” 
Mr. Buxton said, “the sales people ap- 
pear more conscious of underwriting 
than the underwriters and vice versa. 

“This is a healthy situation and con- 
ducive to laying out plans which will 


produce the best results for the wha 
organization and they are not. slanted 
toward a particulz ir function or fun 
tions. If there is a tendency for oy 
function to overshadow the others ¥ 
company planning, it would be the ma 
keting group. Conversely, the under. 
writing function often cannot or dos 
not sufficiently influence the overall] plan 
of a company. This is an unhealthy an 
dangerous situation.” 

In conclusion, Mr. Buxton continue 
that what might be right for one com 
pany, may well be wrong for other 
But with confidence in the underwritiny 
personnel, who have the greatest té 
sponsibility in creating company pol 
cies, he believes the industry will weathe 
the present evolutionary storm, ani 
those yet to come, “in such a manner 4 
to reaffirm our faith in mutual insurane 
in general, and in our own mutual con- 
panies in particular. The ‘right peop 
dedicated to sound principles  canne 
help but succeed.” 





NEW A. & H. PROTECTION POLIC! 

The person with a heart disease, car 
cer, or diabetes, can now get health ani 
accident protection under a new program 
offered by Old Equity Life. It does not 
give him protection for these specific il: 
nesses, but otherwise gives him norma 
coverage. 

Previously, such a person would not te 
eligible for H. & A. protection or he 
would have had to pay 50 to 100% in 
crease in premium for such coverage 
Health and accident insurance provides 
payment for various medical and hospitd 
bills along with a guaranteed series oi 
cash payments to the policyowner to it 
sure his family’s income while he is away 
from his job. 

Orrin M. Neiburger, president of Oli 
Equity Life, made the plan public at the 
Company’s executive offices in Evanston 
Ill. Old Equity agents, however,. have 
been selling the more liberal policies 
since August 

“We're able to offer the benefits of 
our H. & A. policies to. previously it 
eligible persons because of the advances 
of modern medicine and better actuarial 
studies,” Mr. Neiburger said. “Our ex 
perience in this field has shown that 
because a man has had a heart attack 
does not mean that he is any more of @ 
risk than the average healthy person for 
an attack of appendicitis. Quite simply 
what we have done, then, is to offer 
this man with heart trouble . .. the same 
standard protection as we offer. any other 
policyowner—with the exception 0 of. his 
heart disease. This means that he gets 
the same policy and pays the same prt 
mium as any other policyowner for 4 
comparable program, and he can make 
claims against the policy for all contin- 
gencies except the heart trouble. ber 
particular situation ‘will have been rideré 
out, or eliminated from, his policy pt® 
tection.” 
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[llustration from the 1871 edition of The Travelers 
Record—the first Company Magazine in America 
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In 1864 Abe Lincoln was inaugurated 
President for a second term . . . General 
Grant launched his Appomattox campaign . . . 
The Pony Express was almost the sole means 
of systematic contact between East and West 
. .. and the population was only 34 million. 


In those days the need for financial protec- 
tion against accidents was great. Recognizing 
this need a prominent Hartford businessman, 
James G. Batterson, founded The Travelers 
Insurance Company and wrote the first acci- 
dent policy issued in America in 1864. 


Although astounding changes have taken 
place in America since then, the need for 
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A Protectiwe Shield for 95 Years 


accident insurance is just as great today. 
(Last year nearly 10 million people were 
accidentally killed or injured in America.) 


And The Travelers has kept pace with the 
changing times. Today this pioneer company 
offers a wide variety of up-to-date policies and 
serves communities throughout the United 
States, Canada, Puerto Rico, and Hawaii. To 
facilitate the prompt and efficient handling of 
claims, 4,100 employees devote their entire 
time to this service. 


See the nearest Travelers Manager or Gen- 


erai Agent about Modern Travelers Accident 
contracts. He’ll give you full details. 


D 








y poe 


































How many home accident hazards can you find here? 


Look closely at the picture above and you'll 
find a number of potentially dangerous sit- 
uations that could cause fatal or disabling 
accidents—perhaps without your realizing it 
—in your own home. 

Notice the turned-up corner of the rug, 
the skates on the floor and the books on the 
staircase. Each of these is an invitation to a 
fall—and falls cause over 13,000 home fa- 
talities a year. 

Always keep stairways free of obstruc- 
tions, provide a storage place for toys— 
and teach children to keep them there. Rugs, 
of course, should be made trip and slide 
proof to prevent tripping or skidding. 

See the open fire without a screen? It’s 
estimated that over 1500 homes are attacked 
by fire each day—some of them because 
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open fireplaces are not properly screened. 
Fireplaces should be screened—especially 
for the safety of toddlers. 


Did you spot the frayed electric cord lead- 
ing to the table lamp? It could cause severe 
shock, or a painful burn. Be sure that all 
cords and electrical outlets throughout your 
home are in good repair. 


Notice the heavy vase on the table? An 
inquisitive youngster could reach it easily 
... and pull it over on himself. Keep heavy 
objects in the center of the table. 


What about other potential “danger spots” 
in your home? The bathroom can be espe- 
cially dangerous—if medicines are left where 
young children can get at them. All medi- 
cines should be kept in a secure storage 
place. And so should household prepara- 


tions including bleach, lye, insecticides and 
cleaning fluids. 

Poisoning from such common household 
supplies is now one of the most frequent med- 
ical emergencies among young children. 


Two of the important precautions to take 
in the kitchen are: keep sharp knives in a 
special rack on the wall; be sure that cur- 
tains do not hang where they can blow over 
an open flame. 

Last year home accidents took the lives 
of 28,000 Americans and caused over four 
million disabling injuries. 

Why not inspect your home now for po- 
tential sources of accidents—and make the 
necessary repairs, rearrangements or ar- 
range for their removal? If you do so, your 
home can be much safer. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 























sixtieth 





Pillix 








Stock | 
represent 
bvious 
themselv 
tions if t! 
insurance 
This is tl 
sage add 
Neville | 
Zurich-A 
“Four 
automobi 
are adjus 
a pure lo 
ratio of | 
ratio of 
17.0%,” hh 
bined fig 
writers, \ 
premiums 
loss expe 
ratio of ¢ 
basis, the 
at approx 
did the le 


Fac 
























“There 
difference 
which are 
account | 
agents ha’ 
tion withi 
policy; d 
exercised 
question 

reasons’) ; 
tecord-kee 
pany. All 
stantial pr 
“Some ¢ 
price diff 
May argue 
cern with 
fully justif 
be true, b 
responsibil 
the insure 
“A very 
(and this 


(C 





——_—_ 


Fire Dept 
brokers & 
Marine De 
Casualty . 





—_—— 


